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National Assn. of Insurance Com- 
issioners has maintained in its sec- 
nd and concluding report to the 
enate anti-trust and monopoly sub- 
committee investigating insurance 
hat state supervision has met the 
hallenge of public law 15. The busi- 
ess today meets higher tests of sol- 
ency, provides a broader choice of 
ersonal and other protection at rea- 
onable prices, conforms to more 
igorous standards of conduct, and 
ffers more opportunity for healthy 
ompetition than when the law was 
assed, the report stated. 

It pointed out that state supervision 
as been strengthened by new and 
roved techniques and increased de- 


partment staffs with a better calibre 
of personnel. Problems exist, but the 
states are meeting them and will con- 
tinue to do so. 

The report stated that a study of 
fire and extended coverage business 
written by the various types of insur- 
ers had been made in 24 states which 
maintain statistical systems facilitating 
this type of analysis. These states re- 
ported $1,405,000,000 in fire and EC 
premiums—about 60% of the 1958 na- 
tional total. 

One method of gauging the extent 
of competition in fire insurance gen- 
erally is by the proportions of the 
business written at other than bureau 
rates, the report went on. The study 





Blackford Named 
Custodian Of 
ichigan Surety 


LANSING—Commissioner __ Black- 
ord was named, along with Rudolph 
. Reichert, as a friend of the court, 
ustodian of Michigan Surety. They 
ill try to resolve the problems of the 
ompany with the Michigan depart- 
ent. Mr. Blackford deputized Don- 
ld W. Fritz to serve as active cus- 
odian. 
' A team of examiners from the 
Michigan department started a new 
nvestigation of the records and as- 
ets. The independent audit just com- 
leted by Joseph Froggatt & Co. of 
ew York showed an impairment of 
1,145,298 as of Oct. 31, 1959. It was 
on the basis of this that Judge Coash 
f Ingham County circuit court or- 
ered the custodianship. He had per- 
itted a 45-day stay of proceedings to 
ermit the new audit after the com- 
issioner filed a receivership petition 
ast October. The custodianship was 
ranted instead of receivership in the 
(CONTINUED ON PAGE 8) 


roll Statement On 
ich. Surety Status 


Mark Kroll, former president of 
ichigan Surety, head of Agency Corp. 
f America and a principal in the ac- 
‘ons involving the company, has 
Wired The National Underwriter: 
Facts on Michigan Surety—Court 
id not grant petition for receivership, 
Instead appointed Commissioner Black- 
ord custodian with Rudolph Reichert 
Ss friend of the court to continue op- 
tation of the company until a plan is 
Presented to the court to reestablish 
ichigan Surety in good standing with 
he Michigan department. 
Froggatt report shows 
























Michigan 


XUM 


Lloyd’s Orders All 
Cover To Show Only 
Such Underwriters 


Underwriters at Lloyd’s, following 
action by the committee of Lloyd’s, are 
notifying American correspondents 
that as of Jan. 1 any Lloyd’s cover 
is to be issued separately and ex- 
clusively on the Lloyd’s portion of the 
risk and is not to include the name 
of any companies that may be on the 
same risk. This applies to all Lloyd’s 
business in North America, whether 
certificates, cover notes or policies. 

Lloyd’s underwriters have sought to 
put this change into effect for several 
years but have been opposed by 
American brokers, who point out that 
it increases their detail work in ef- 
fecting cover, multiplies the chance 
for error, and is a nuisance to in- 
sured. However, another reason is, of 
course, that coverage tends to be 
easier to complete and sell if Lloyd’s 
underwriters are on part of the risk. 
Lloyd’s wants to get away from the 
situation created by the failure of 
British Commercial, which was on a 
number of coverages in America 
along with Lloyd’s underwriters at the 
time it went into liquidation with 
heavy losses to insured. 

The new Lloyd’s rule excepts risks 
in Arizona, California, Oregon, Utah, 
Washington, Illinois, and Kentucky. 





Surety assets $3,886,000 at Oct. 31,1959, 
with liabilities $4,376,000. Not included 
are real estate, $559,000; subsequent 
collection of premium receivables over 
90 days due, $462,000; advance on con- 
tracts, $51,000. This indicates solvency 
on date of hearing, Jan. 8, 1960, of 
$585,000 without credit for equity in 
unearned premium reserve, additional 
over-dues and advances on contracts. 

Agency Corp. of America, Surety 
Underwriters, and Wilmark agency are 
solvent, with Wilmark having surplus 
in excess of $300,000. 


NAIC Report Extols State Rule; 
ites Fire And Auto Competition 


indicates that of the total premiums 
written nationwide, the stock compa- 
nies writing at bureau rates accounted 
for 64.5% of the total premiums. This 
includes companies. issuing participat- 
ing policies. Stock companies using 
deviated rates but offering no divi- 


dends accounted for an additional 
5.9%. 
Mutual companies and reciprocal 


insurance exchanges, writing at full 
rates and granting year-end dividends, 
reported 11.9% of the total premium 
volume, and mutuals, writing at de- 
viations from the full rates, accounted 
for 4.2%. The remaining 13.4% was 


(CONTINUED ON PAGE 26) 


Cleveland Board 
Suit Final Round 
Set For March 7 


The government anti-trust suit 
against the Cleveland Board will be 
tried as to the 11th and final point, the 
mutual rule, in U. S. district court in 
Cleveland starting March 7. Cleveland 
I-Day, scheduled for March 7, has been 
cancelled, but it is intended that the 
I-Day series will be renewed in 1961. 

The anti-trust suit began in 1951. 
The government had 11 issues of 
which 10 have been resolved or other- 
wise disposed of, most of them by 
dismissal. 





Al Taylor’s Northern Insurance 
Agency of Escanaba, Mich., has moved 
to 115 North 12th Street. 


Smith, Chairman Of 
Home, Retires; Top 
Level Changes Made 


Territories Reorganized; 
Black Will Continue As 
Chief Executive Officer 


Harold V. Smith has retired as 
chairman of Home, effective Feb. 1. 





Harold V. Smith Kenneth E. Black 


This date marks Mr. Smith’s 50th year 
with the company. The office of chair- 
man has been eliminated and the du- 
ties and responsibilities of that posi- 
tion have been combined with the of- 
fice of the president. Kenneth E. Black, 
president, continues as chief execu- 
tive officer for Home and Home In- 
demnity and as chairman of the fi- 
nance committee. 

Due to the reorganization of Home’s 
territorial divisions a number of elec- 
tions and transfers have been made. 

Charles M. Mecke, vice-president in 
charge of the western division, has 
been placed in charge of the eastern 
division which is now comprised of 
New York as well as all of New Eng- 
land. Arthur F. Herman, vice-presi- 

(CONTINUED ON PAGE 33) 























Construction has begun on a modern four story office building on Main Street, 
between Sixth and Seventh, in downtown Cincinnati which when completed 
in the fall will house Hartford Fire’s most recently established departmental 
office. The building, of which a drawing is shown above, will have 75,000 
square feet of space and is designed for the future addition of two floors. 

The central department of the group begins cperations Feb. 1 in the Gwynne 
Building with an initial staff of 250, which is expected to grow to 400 when 
the department is in full operation, Earle S. Whitcombe is manager and Alfred 
M. Battistini and L. D. Ulrich assistant managers of this, the ninth autonomous 
unit of the group. The department supervises Ohio, Kentucky, Tennessee, 


West Virginia and part of Indiana. 


The office will be air-conditioned and furnished with the latest electronic 
office equipment. It is being built for J. R. Williams Investment Co. for 20 year 
lease to Hartford group as sole occupant. 








By EUGENE G. DOWNEY 


The business of leasing and renting 
trucks and automobiles is growing 
fast. The number of leased private 
passenger cars is estimated at as 
many as 1% million. More than 300,- 
000 trucks are on lease, it is said, 
with a $600 million annual revenue. 

Unfortunately, leased vehicles are 
causing headaches for underwriters. 
Those who lease cars and trucks are 
having their difficulties with an in- 
surance market that is frequently 
changing both in price and accommo- 
dation. 


Appear Inadequate 


Manual rates appear to be inade- 
quate for these vehicles. One large 
group of American insurers is pres- 
ently engaged in writing a more 
realistic rate manual. One underwrit- 
ing problem is the insurer’s inability 
to control selection of the drivers be- 
ing insured. There has been consid- 
erable price cutting because of the big 
premiums. However, the poor experi- 
ence is making underwriters more 
careful in this respect. 

There are many forms of leasing. 
Leasing companies provide fleets of 
private passenger cars for use by 
salesmen and other employes who 
regularly use a car on company busi- 
ness. One of the largest parts of the 
business is short term individual 
renting, the drive-it-yourself arrange- 
ment. People rent these cars for 
short business trips, vacation or week- 
end driving. They also provide cars 
on long-term (12 to 16 months) leases 
to individuals, which includes service, 
maintenance and insurance. 

Trucks are leased long term to 
corporations and for shorter terms to 
individuals. 

Leading insurers in the leasing field 
appear to be Allstate, Continental 
Casualty and Atlantic National, 
though other insurers get into the 
field from time to time, and London 
provides some market facilities. 

The daily rental represents the most 
hazardous part of the business. Insur- 
ers call the daily rental vehicles 
“driverless cars’ because they are 
used by hundreds of drivers in a sin- 
gle year whose underwriting character 
insurers have no way of determining in 
advance. Mere possession of a drivers 
license may enable out-of-practice 
servicemen, under-age persons and 
others to drive who might not be ac- 
ceptable to the insurer. One insurer ex- 
ecutive gave as an example the sailor 
on shore leave who hasn’t even re- 
gained his land legs who’ll drive a 
rented car long distances through un- 
familiar territory and probably with 
many stops for “one for the road” 
along the way. 

The present practice appears to be 
to insure the first $5/10 limits of BI 
and PDL and to place the higher 
limits in the excess market. One in- 
surer interviewed calculates that 
smaller private passenger leasing 
companies spend up to 10% of their 
revenue on insurance. Even larger 
leasers must pay between 6% and 7% 
for insurance. 

One aspect of the daily rental busi- 
ness, and one that exasperates insur- 
ers, is the rental forms’ method of 
handling PHD. They self insure col- 
lision. They suggest to their client 
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Growing Car, Truck Rental Field 


Presents Many Insurance Problems 


that for $1 a day he may protect him- 
self against the cost of paying the 
first $50 or $100 of damage to the car 
—the deductible. Because daily rental 
cars are estimated to be in service 
300 days a year, approximately $300 
is paid on each car. This is enough 
to buy $15,000 or $30,000 collision cov- 
erage, depending on the size of the 
deductible on a car worth $3,000. In- 
surers point out that they could use 
this “insurance” money pocketed by 
the car renters to offset the high 
losses in this area. Insurance execu- 
tives pointed out that it isn’t the 
PHD but the BI and PDL limits that 
are causing the most difficulty. They 
predicted higher liability rates on 
this business in 1960. 

Long term individual leasing also 
presents the selection of driver prob- 


lem for insurers, even though he may 
be more careful than the person who 
rents a car for the day or weekend. 
Professional people, doctors, lawyers, 
accountants and individual salesmen 
frequently lease automobiles rather 
than buy them. Leasing has advant- 
ages for them. In addition to provid- 
ing records for taxes, they get a rec- 
ord for estimation of the cost of their 
goods and services. 

One insurer, noted for its know- 
legeable underwriting, undertook to 
insure leasing business of an already 
established client, a garage owner. 
This was for automobiles on long 
term leases to individuals. It was 
agreed that insured would scrutinize 
his clients carefully. For the first 
year he rented only to responsible 

(CONTINUED ON PAGE 34) 





St. Paul F. & M. To 
Have Profit Sharing 


An employe profit sharing plan is 
being set up by St. Paul F. & M. Stock- 
holders will vote on it Feb. 2. The 
plan would go into effect in 1961 and 
cover at first 900 of the company’s 
3,000 employes. 

President A. B. Jackson said the 
company also hopes to liberalize cash 
bonuses to include an additional 300 
employes in 1960. Up to now, some 
600 non-overtime employes with 10 or 
more years of service have received 
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STRENGTH 


At Leslie H. Cook, Inc. the pro- 
ducer finds seasoned, capable han- 


is provided with clear-cut advan- 
tages in today’s highly competi- 
tive sales atmosphere . . . resource- 
ful, creative performance that 
justifies the confidence of the 
assured. 
Yes, at Leslie H. Cook, Inc. 
you will discover the strength that 
| placement for your important 
clients demands. 


Plan Stock Split, 
Dividend For Gulf 


Stockholders of Gulf of Dallas on 
Feb. 10 will vote on a proposal to split 
the stock two for one and the payment 
of a stock dividend of $250,000. This 
will result in capital of $3,750,000 
made up of 750,000 shares of $5 par. 
The directors intend to pay an annual 
dividend of $1 on the new shares, a 
7% increase over the current rate. 





bonuses. The service limitation would 
be reduced to five years. 


for important risks. Here he 





INCORPORATED 


175 WEST JACKSON BOULEVARD - CHICAGO 4-ILLINOIS 


WABASH 2-8783 | 


REINSURANCE, Treaty Facultative « SURPLUS LINES, All Forms» EXCESS COVERS 





~ James Gigante, 


January 15, 196 


Five Promoted 
In West By 
Crum & Forster 


Crum & Forster has made a numbe 
of important changes in the weste 
department office at Freeport, Il. 

C. Glennan Thro has been ad 
vanced to senior assistant manage 
with supervision of all underwriti 
on a multiple line basis for the ] 
midwest states. 

R. H. Gregg, assistant manage 
is in charge of production for Kansa 
Iowa, Nebraska, and North and Sout 
Dakota. R. M. Wilcox, assistant ma 
ager, continues in charge of produce 
tion for Illinois, Missouri and Okla 
homa. 

Robert L. Stuart, agency superi 
tendent, is promoted to assistant ma 
ager in charge of production for Mi 
nesota, Wisconsin, Michigan and I 
diana, the territory formerly handle 
by Mr. Thro. Mr. Stuart has bee 
with C&F since 1935 and has serve 
as state manager in Nebraska and ij 
the Freeport office since 1953 
agency superintendent. 

J. Earl Kryder, manager at Detroi 
is returning to Freeport as agen 
superintendent. He has been a Cé 
man since 1939 and was state agen 
in northern Illinois before going 1 
Detroit in 1957. 

George F. Dickinson, assistant man 
ager of the bond department, is pro 
moted to manager of that departme 


Chicago CPCU Chapter 


Elects Burney President 


Chicago CPCU chapter has electe 
Charles T. Burney of Transportatio 
Insurance Rating Bureau _presiden 
Other officers named are Frank 
Hohenadle Jr., partner Frank A. Ho 
henadel & Sons agency, executi 
vice-president; Edward D. Bowma 
casualty and surety department mar 
ager Stewart, Keator, Kessberger 
Lederer agency, vice-president; Le 
R. Plast of Cook County Inspectio 
Bureau, secretary, and Roger A. Cook 
of Kemper Ins. agency, treasurer. 

William T. McElveen of Winema 
Bros. agency was named a director fe 
one year and Richard P. White of A 
state and John J. Geary of Americé 
International Underwriters agency f¢ 
two year terms. 


Combined Of Chicago 


Promotes Four In Sales 


Combined of Chicago has promote 
four in the sales department. Tobia 
Perry has been promoted from region 
al coordinator to regional manager fo 
Illinois, Missouri, Kentucky, Indiané 
Michigan, Ohio, and Pennsylvanid 
Ohio manager, ha 
been appointed assistant manager fo 
Ohio and Pennsylvania. Earl Forté 
formerly field manager in Missouri 
has been named assistant manager fd 
Missouri and Kentucky. Eugene Ham 
ilton has been promoted from the hom 
office sales staff to assistant manage 
for Michigan and Indiana. 













































Urge Ga. Self-Insurance 

Gov. Vandiver of Georgia has re 
ceived a recommendation from hi 
commission on economy and reorgal 
ization that the state undertake som 
form of self insurance and _ increas 
coverage to a more realistic figure. 

The committee report noted that t 
present insurance program is_ hap 
hazard regarding insurance to val 
and inadequate with respect to cove 
age on contents of buildings. 
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Grand Jury Action 
On Surplus Lines Is 
In The Offing In N. J. 


Commissioner Howell of New Jersey 
has postponed indefinitely a hearing 
on surplus lines and recommendations 
for tightening up the rules governing 
the business in that state. Instead, the 
department is assisting Prosecutor 
Byrne of Essex County (Newark) in 
preparing a case for presentation to a 
grand jury. 

Mr. Howell recently issued a strong 
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CONFIDENTIAL 


“Mum's the word” if you have an important 
risk to discuss or a confidence to disclose. 


Like the role of your doctor or lawyer, we 


security. Everything to give you a 
competitive advantage is top secret at 


Leo B. Menner & Company. Try us on your 
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statement criticizing practices in 
plus lines in New Jersey. 


NAIA Euccutive Unit 
Plans Meet In N. Y. 


The current status of the Big I cam- 
paign, latest information on the Con- 
gressional probe of the insurance busi- 
ness, and the activities of the newly 
formed conference subcommittee are 
among topics on the agenda for the 
meeting of the executive committee of 
National Assn. of Insurance Agents 
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Jan. 21-23 at New York City. 

Dave Johnson, Pensacola, Fla., chair- 
man of the advertising fund raising 
committee, and Archie M. Slawsby, 
Nashua, N. H., chairman of the ad- 
vertising management committee, will 
report on the progress of this year’s 
ad campaign to date. 

Maurice G. Herndon, 
representative, will review the in- 
vestigation into the insurance busi- 
ness by the Senate subcommittee on 
anti-trust and monopoly, as well as 
important bills before Congress. 

The executive committee will also 
hear plans for the midyear meeting in 
Cincinnati April 23-27, and will dis- 
cuss preliminary arrangements for the 
annual convention in Atlantic City, 
Sept. 26-28. 

The newly formed conference sub- 
committee, comprised of the chairmen 
of the five major technical standing 
committees, will hold its first meet- 
ings scheduled with divisions of the 
National Bureau, Inter-Regional In- 
surance Conference, National Assn. of 
Automobile Underwriters, Inland Ma- 
rine Insurance Bureau, Multi-Peril In- 
surance Conference, and National 
Council on Compensation Insurance. 


General America Corp. 
To Raise Dividend 33% 


Plans of General America Corp. to 
split the stock two for one, as reported 
briefly last week, are designed to keep 
the price in a more convenient range. 

The holding company for General of 
Seattle, Safeco, General Life and First 
National, ‘now has 600,000 shares au- 
thorized and 520,723 outstanding. The 
proposed new corporate plan would 
provide for 2.5 million shares author- 
ized and 1,041,446 outstanding. 

The quarterly dividend rate in 1959 
was 60 cents. The new rate under the 
proposal would be 80 cents on the 
present stock and 40 cents on the 
proposed new stock, to be paid be- 
ginning March 1. 


NAIW Schedules Annual 


National Assn. of Insurance Women 
will hold their 1960 convention at the 
founding city, Denver, June 13-16. 
Region seven, comprised of Colorado, 
Kansas, Nebraska, Wyoming, western 
Missouri, Council Bluffs, Ia., and New 
Mexico, are hosts. Miss Nellie Shelley 
of Denver is general convention chair- 
man. 


Washington 


Extra By Westchester Fire 


Directors of Westchester Fire of 
Crum & Forster group, have declared 
a quarterly dividend of 35 cents a share 
payable Feb. 1 to stockholders of rec- 
ord Jan. 14. This is an increase of 
5 cents a share over the quarterly 
dividend paid in 1959. 

Loss Classes At Cincinnati 

Three classes on loss adjustment 
have been scheduled by Cincinnati 
Underwriters Assn. for agents and 
their solicitors and office personnel. 
The course, set for Feb. 2, 9 and 16, 
will be taught by Robert W. Kohankie 
and Sumner J. Pierce, Cincinnati man- 
agers of Western Adjustment and 
Underwriting Adjusting; Joseph Set- 
telmayer, loss manager of the Royal- 
Globe group, and Norber Puthoff, loss 
manager of Thomas E. Wood agency. 


Edmund V. Schenke, advertising 
manager of Royal-Globe and past pres- 
ident of Insurance Advertising Con- 
ference, discussed how proper adver- 
tising can increase an agent’s business 
at the January meeting in Westbury, 
N. Y., of Nassau County Assn. of 
Insurance Agents. 


January 15, 1960 


Gov. Meyner Of N. J. 
To Sponsor Surplus 
Lines Legislation 


In his message to the opening ses- 
sion of the New Jersey legislature, 
Gov. Meyner said that he would pre- 
sent an eight point legislative program 
to provide adequate controls over the 
surplus line business. A recent inves- 
tigation by the banking and _ insur- 
ance department revealed a clear need 
for tighter controls. In addition he de- 
clared he would submit legislation on 
Blue Cross and Blue Shield as well 
as bills pertaining to workmen’s com- 
pensation and temporary disability. 

The surplus lines bills will follow 
the recommendations made by Com- 
missioner Howell after his investiga- 
tion. 

Gov. Meyner also said he would sub- 
mit bills to increase the public rep- 
resentation of six on the governing 
board of Blue Cross and to give Mr, 
Howell broader power of supervision! 
over Blue Shield with the power of 
rejection of rate requests. 

The governor observed that token 
increases in workmen’s compensation 
and temporary disability benefits were 
granted several years ago, but the 
benefits still fall short of a desirable 
level. The programs should be broad- 
ened to include those who work for 
employers of fewer than four. 

The governor repeated his request 
for the establishment of the office of 
county traffic safety coordinator as 
well as passage of the “implied con- 
sent” bill which would require a sus- 
pected drunken driver to submit to a 
scientific test. 


Ill. Blue Goose | Plans 


Midyear At Springfield 

The Illinois pond of Blue Goose has 
scheduled its midyear meeting and 
initiation for Springfield, Feb. 10, at the 
St. Nicholas Hotel. The initiation will 
take place in the afternoon, and in the 
evening there will be a reception and 
banquet. 

MLGG Eugene Saulcy, central Mich- 
igan manager of Great American, will 
be the guest of honor. 

Earlier in the day, the Illinois 
Field Club will have a meeting at the 
St. Nicholas Hotel. 


So. Cal. Fire Engineers To Meet 
Southern California-Arizona chapter 
of Society of Fire Protection Engineers 
will meet Jan. 18 at Los Angeles. 
Speaker will be Ray A. Kenz of Auto- 
matic Sprinkler Corp., and a film on 
water foam systems will be shown. 


Levering Cartwright 
INSURANCE STOCKS 
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Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 
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Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 
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FieNATIONAL UNDERWRITER 


Delineates Garage Liability Policy’s 
Coverages, Discusses Claims Aspects 


Quoting a supreme court judge in a 
recent case in the state of Washington 
to the effect that “The automobile 
garage liability policy is one of the 
most complex and perhaps least un- 
derstood liability forms in use today,” 
K. W. Evans, vice-president of Univer- 
sal Underwriters, discussed in a lunch- 
eon address before Kansas City Claims 
Assn. the policy itself and some of the 
problems his company had encoun- 













tered in handling its claims. 

Mr. Evans quoted the judge further 
in his delineation of the policy: “It’s 
complexity is largely attributable to 
the breadth of coverage; that is, it 
embraces a multiplicity of hazards 
which otherwise are written under 
separate policies. There are more 
divisions of coverage in the garage 
policy than in most liability forms. 
Furthermore, the design of the policy 


YOUR KEY TO 


allows a wide choice or selection of 
both coverages and divisions of hazard. 
These options necessitate additional 
restrictions or qualifications within a 
given division of coverage to avoid 
overlaps.” 


Offers Additional Coverages 


The policy also offers a great many 
additional coverages, called fringe cov- 
erages, which can be purchased for 
additional premium, Mr. Evans noted. 
The first of these is automobile medi- 
cal payments. Another is premises 
medical payments. His own company 





‘MORE COMMERCIAL ACCOUNTS \ 
















Are you being left out where large, profit- 
able commercial accounts are concerned? 
Let Afco open the door for you! 

You'll find the businessman receptive to 
Afco’s many time-saving, money-saving 
advantages. With one monthly check for 
all his insurance, he gets the complete pro- 
tection he needs. He avoids big lump-sum 
payments that drain his working capital. 
He avoids having to contend with irregu- 
lar due dates that are likely to come up at 
the wrong time of the year. 

For you, Afco means bigger sales, bigger 
commissions, lower operating costs. It means 


you can meet competition on all fronts— 
bring in, or hold onto, large commercial 
accounts. And it means you can package 
policies of more than 480 agency insurance 
companies in one payment schedule. 

The new Commercial Accounts Depart- 
ment at each of Afco’s six offices provides 
fast, individualized service and will tailor- 
make a payment plan to suit the require- 
ments of a particular businessman. Afco’s 
attractive rates on commercial accounts 
are generally lower than bank rates. Even 
lower quotations will be made for accounts 
over $20,000. 
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AGENTS HAVE BUDGETED OVER $140 MILLION 
OF COMMERCIAL INSURANCE PREMIUMS THROUGH AFCO 


Call or write the Manager of the office nearest you now for a quotation on that 


commercial account you’re after. 


NEW YORK 
100 William St., New York 38, N. Y. 
SALTIMORE 
201 E. Baltimore St., Baltimore 3, Md. 
CHICAGO 
327 So. La Salle St., Chicago 4, i. 





LOE OQ? ES I RR AIR 


KANSAS City 

2200 West 75th St., Kansas City 15, Mo. 
SAN FRANCISCO 

142 Sansome St., San Francisco 4, Calif. 
LOS ANGELES 

548 So. Spring St., Los Angeles 13, Calif. 
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feels that every dealer who carries the 
former should also carry the latter, 
the speaker said. 

“From our point of view, having 
premises medical payments enables us 
to settle many cases regarding acci- 
dents on the premises, particularly 
questionable liability cases—and I 
might mention that the majority of 
premises cases are in the realm of no 
liability or questionable liability,” Mr. 
Evans stated. 

Coverage D is another fringe bene- 
fit. This coverage protects the insured 
for liability for damage to property of 
others in his charge by collision or 
upset, and a deductible applies. Be- 
cause of the collision or upset feature, 
and the application of a deductible, 
many adjusters make the mistake of 
believing this to be a physical damage 
coverage, but it is strictly a liability 
coverage, he said. 

Automobile grease hoist coverage is 
also a fringe benefit. Premium is 
charged per hoist. Many dealers have 
many hoists on their premises. This 
coverage applies to damage to proper- 
ty in charge of the insured as a result 
of ownership, maintenance or use of a 
grease hoist. No deductible applies. 

The adjuster should keep in mind 
the possibility of subrogation or con- 
tribution in connection with hoist 
claims, Mr. Evans said. Whereas many 
dealers own their own hoists, there are 
many who merely lease them, and the 
owners are responsible for the up- 
keep. Many dealers have maintenance 
contracts with engineers and in the 
event of a hoist failure, subrogation 
possibilities are usually good. 


Use Of Other Cars 


The last fringe benefit is use of 
other automobiles. A person § and 
spouse covered by this is frequently 
named on the declaration page of the 
policy, or by an endorsement attached 
thereto. Where several individuals are 
named for use of other automobiles 
coverage, a separate endorsement is 
used. The coverage is in one of two 
forms, limited or broad. The chief dif- 
ference between them is that broad 
form covers the use of commercial 
vehicles and limited form does not. 

Mr. Evans then turned to the insuring 
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agreements. Definition of hazards is 
considered here and presents some! 
problems, he said. The first part of! 
the definition concerns the premises | 
and operations. These generally are’ 
not troublesome. Next, automobiles are 
included, and here it refers to the own- 
ership, maintenance and use of any 
automobile in connection with the de- 
fined operations. This coverage is nec- 
essory because of road testing and 
other operations involving customers’ 
(CONTINUED ON PAGE 30) 
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yf no By CARL H. MARCOUX 
| Mr. 

(Mr. Marcoux is agency superin- 
ene~ F tendent of the National Union compa- 
sured nies at San Francisco under Irvin C. 
ty of Faber, vice-president in charge of the 
" 7 Pacific department. Before assuming 

Be- his present position in January, 1958, 
ture, Mr. Marcoux spent five years in the 
age San Francisco field.) 
mage} The utilization of field men by 
bility | agency companies has been the sub- 

' ject of heated controversy upon the 
ge is) part of agents and company personnel 
n is} alike in recent months. In a few iso- 
have } lated cases some companies have dis- 

This | pensed with the services of field men 
oper-| as such and have resorted to other 
‘esult | techniques in agency communication. 
'of a} Agents themselves have complained 
ies. from time to time that field men rep- 
mind | resent an unnecessary company ex- 
cOn-f pense in an era when companies 
hoist } should be seeking to reduce expense 
many } wherever possible. This attitude by 
e€ are} agents has become even more pro- 
d the} nounced since the recent commission 

up- | revisions. 
nance} Agents are often quick to modify 
1 the} this criticism when questioned about 
ation | their own particular operation and the 
field men who service them, however. 
Even the most independent producer 
has at least one or two field men 
se of calling on his office who are of real 
and } benefit to him. Therefore it is not the 
ently | use of field men in itself that troubles 
f the} the agent. It is the fact that many 
ached } company representatives.serve no con- 
Is af€} structive purpose in helping him with 
obiles } his agency problems. 
¥ be: Evidence points to the need for ade- 
ft a quate field staffing from the company 
nena end. A desirable and profitable spread 
aatel of business must still be developed; 
4 it does not occur automatically. A top 
uring | field force continues to be the best 
re is | company approach to agency devel- 
sonal opment. The proof of this is substan- 
sal of tiated by the fact that when a com- 
mises | 22 withdraws its representative 
y are from a _territory, volume generally 
os ard drops quickly. 
oan Measuring Good Field Men 

any 
1e de- What are some of the facts involved 
; nec-| in the acquisition and maintenance of 
; and} good field representation? 
mers’ The measurements of success of any 


field operation are obvious: Premium 
growth, spread of business, profitabil- 
ity, prompt collections and, subject to 
certain qualifications, the number of 
hew appointments made. Judgment 
of progress based upon these criteria 
must be tempered by consideration of 
the specific problems in the territory 
under review, population density and 
trends, the time the company has 
been in the territory, geographical and 








climatic conditions, and the nature of 
| the competition. 

It is fundamental, however, to scru- 
| tinize carefully the internal operation 
of the company itself. Before an eval- 
} uation can be undertaken in any spe- 
cific field, a comprehensive analysis 
must be made of the position of the 
company in the industry. 

Where does your company stand in 
today’s market? Is premium volume 
increasing or slipping? Are you satis- 
fied with your growth results? What 
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Some Field Supervision Problems 


is your profit picture? Is your agency 


plant static and does it contain un- 
profitable producers of long standing? 
Are you the “extra company” in most 
agencies, called upon only as a last 
resort on difficult lines or where ca- 


‘ 


And Suggestions For Solving Them 


pacity is a problem? Do you continue 
to write unprofitable classes of busi- 
ness in spite of statistical evidence 
that you are committing economic 
suicide? Before you descend on the 
field man, analyze the product that 


you are asking him to sell. 

Next to the question of the selection 
of field personnel. Assuming that the 
company considers a field job a posi- 
tion of importance and responsibility, 
what program is being followed in se- 
lection of men to fill vacancies? Is 
management concerned with why the 
vacancy exists in the first place? Have 
you terminated the previous man be- 
cause of failure to secure new and 
profitable accounts, personal habits, or 
lack of cooperation? Did he leave you 
because he wanted to enter the agency 


(CONTINUED ON PAGE 23) 
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Blackford Named 
Custodian Of 
Michigan Surety 


(CONTINUED FROM PAGE 1) 
expectation that the company 
be rehabilitated. 

The future of the company is said 
by Mr. Blackford to be unpredictable, 
although he has pledged to work 
with Mr. Reichhart, head of a bank 
at Ann Arbor and a former state 
banking commissioner, who served 
with Mr. Blackford and W. G. Draper, 
Michigan Surety executive vice-presi- 
dent, as the operating committee dur- 
ing the progress of the Frogatt audit. 

While the department has its own 
survey in process, all claim payments 
and normal operations of Michigan 
Surety are being halted, although em- 
ployes will be retained for the pre- 
sent. Mr. Blackford and the company 
executives voiced the hope that suffi- 
cient new capital might be found. 

Activities of the three-man operat- 
ing committee in the past 45 days, ac- 
cording to Mr. Blackford, “substan- 
tially reduced” potential loss to policy- 
holders by “recapturing certain assets 

. previously held by affiliated cor- 
porations in another state.” Addition- 
ally, Mr. Blackford, while the audit 
was in progress, advised the state of 
Michigan to continue to do business 
with the company, but these gestures 
were fruitless; there was a steady re- 
duction in business, particularly in the 
bail bond field, many courts refusing 
to accept Michigan Surety bonds. 

The Froggatt report, Mr. Blackford 
said, “reveals the financial condition 
of the company to be even more se- 
rious than our original findings in- 
dicated.” 

The audit by Frogatt & Co. covered 
not only Michigan Surety, but Agency 
Corp. of America, Wilmark agency 
and Surety Underwriters Inc., all of 


might 
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Cincinnati, and all controlled by 
Mark Kroll. The audit showed Michi- 
gan Surety to have cash in banks 
totaling $729,146, including $373,530 in 
special funds held as collateral in con- 
nection with surety bonds. Balances 
due from Agency Corp. of America 
were listed as $1,282,032, but balances 
over 90 days due amounted to $404,- 
997, leaving a net of $877,035. Due 
from other agents, net of commission, 
was $349,048, with balances over 90 
days due amounting to $129,709. The 
latter balances and premium balances 
of $38,451 due reinsurance companies 
were subtracted to leave a net of 
$180,887. 

Reinsurance recoverable on _ losses 
paid was listed as $170,637, with $94,- 
345 of these accounts collected through 
Dec. 18. 

Funds held by or deposited with 
ceded reinsurers amounted to $48,705, 
all of it with Carolina Casualty. 

Collateral funds recorded on the 
company records, consisting of savings 
pass books, bonds, stocks, mortgage, 
etc. were carried at $677,398, but an 
additional amount of $26,863 could not 
be verified, the auditor said. It was 
noted that “During our examination of 
the above collateral we also sighted 
other collateral in connection with bail 
and other surety bonds not included 
in the above. These additional items 
are reflected in the company’s record 
in memorandum form only. Until re- 
cently this collateral was not under 
the company’s control and it is quite 
possible there may be additional items 
of which there is no record and we did 
not sight.” 

The audit placed reserve for unpaid 
losses at $501,160, separated into that 
arising out of business written by 
Michigan Surety, that arising out of 
business reinsured by Michigan Sure- 
ty, and that representing incurred but 
unreported net of reinsurance. Total 
was stated to be “net of reinsurers’ 
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MOST EXPEDITIOUS SERVICE 


FOR THE CONVEYANCE OF PASSENGERS AND FREIGHT 


For passage and freight 
a to— 


TWO WEEKS TRAVEL 


FIRST CLASS STEAMSHIPS 


SAILINGron ENGLAND), 


share, including $1,885,786 carried by 1959 Homeowners Is 


Continental Casualty Co., Chicago, as 
90% and 100% reinsurer of transpor- 
tation business. We requested confir- 
mation from Continental Casualty but 
were advised it could not be supplied.” 

Other reserves included $100,162 for 
unpaid loss adjustment expense; $32,- 
C00 for other expenses; $148,000 for 
taxes, licenses and fees. The unearnd 
premiums were listed at $1,029,092; re- 
insurance balances due Continental 
Casualty $715,451; due Ins. Corp. of 
America for loss payments $587,189; 
salvage collections due Ins. Corp. of 
America in connection with real es- 
tate transactions $87,890. 

Capital paid up was placed at $658,- 
125, representing 26,325 shares of $25 
par stock. 


St. Paul F.&M. | Acquires 


Small Local Life Insurer 

St. Paul Life & Casualty has been 
acquired by St. Paul F.&M. 

St. Paul L.&C. is a small St. Paul 
insurer which was purchased as an 
adjunct to the operations of Western 
Life of Helena, a St. Paul affiliate 
which will be moved to St. Paul in the 
future. 

At the end of 1958, St. Paul L.&C 
had assets of $21,815, a gross surplus 
of $16,769 and $112,250 insurance in 
force, all ordinary. The company was 
organized in 1953 and writes ordinary, 
20-year life and 20-year endowments. 
The contracts now in effect will be 
continued through the agents and 
brokers now handling them. 


Van Leuven To Pacific Employers 

Robert M. Van Leuven has been 
appointed special agent at Oakland for 
Pacific Employers group. An insurance 
man since 1952 when he started with 
Phoenix of Hartford, Mr. Van Leuven 
has been with Ohio Farmers and En- 
terprise before joining Pacific Em- 
ployers. 
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Approved In N. C.; To 
Withdraw Older Forms 


Commissioner Gold of North Carol- 
ina has approved the 1959 homeown- 
ers and has authorized withdrawal of 
homeowners A, B and C and the 
comprehensive dwelling policy. The 
change will be effective as soon as 
North Carolina Fire Insurance rating 
bureau can publish and_ distribute 
manuals. 

Mr. Gold ruled that deviations 
which currently apply to the com- 
prehensive dwelling policy and home- 
owners A, B and C will be carried 
over to the new package. This will 
make it unnecessary for deviating 
companies to make a new filing, un 
less they do not care to apply the 
same percentages to the new policy! 


Three Others Turned Down 





Mr. Gold turned down three other 
bureau filings. One proposed a $50 de- 
ductible on lightning losses to electric-! 
al appliances. It was rejected because 
of insufficient statistical evidence. 
Another sought a new rate level ad- 
justment procedure based on six years’ 
experience with the most recent years 
having the greater weight, instead of 
the present formula using five years 
weighted equally. The third called for 
a change in the minimum premium 
on fire and extended coverage from 
$8 to $15 annually. Mr. Gold said this 
would apply to annual installment 
payments, and that increasing the 
minimum to $15 would leave the door 
open to collect amounts materially in 
excess of the prepaid premium for 
three to five years, thus creating in- 
equities. 


Bill To Bar Allstate 
In N. Y. Is Revived 


A bill aimed at banning Allstate 
from New York operations has been 
reintroduced in the state legislature. 
The measure would bar sale of auto- 
mobile or public liability policies by 
mail order firms, retail or department 
stores. It was passed by the assembly 
last year but died in a senate commit- 
tee. 





No Denying Intent 


Assemblyman Brennan of Queens 
County, who again sponsors the bill, 
does not deny the intent of the leg- 
islation although Allstate is not men- 
tioned therein. He said he is introduc- 
ing it because Allstate has not satisfied 
complaints that led to the original 
introduction. He said the main object- 
ion to the company is due to its “Con- 
tribution to court congestion by not 
offering equitable settlements in neg- 
ligence cases, thereby forcing court 
action.” Other complaints, he stated, 
were that Allstate cancels policies 
promiscuously by mail, that it does 
not want the very young and the very 
old driver and that it attempts to “cor- 
ral the so-called cream of the insurance 
business” by offering low rates. 

Mr. Brennan said that a company 
as large as Allstate should give in-| 
dividual attention to policyholders, and 
that its business should be removed 
from Sears, Roebuck stores and han- 
dled through private insurance offices. 








NOSKER EMPLOYMENT AGENCY 
Insurance Specialists 34 Years 
California Positions 
Male—Female 
All Lines 
610 So. Broadway 





Los Angeles 14 








XUM 


Januc 


1960} january 15, 1960 


ms 


~arol- 
20Wn- 
val of 
1 the 

The 
on as 
rating 
ribute 


ations 
com- 
home- 
arried 
Ss will 
riating 
ig, un 
y the 
d0licy, 


| 


other 
50 de- 
>ctric- 
cause | 
dence. 
el ad- 
years 
years 
2ad of 
years 
ed for 
>mium 
from 
id this 
llment 
g the 
e door 
lly in 
m for 
ng in- 





llstate 
; been 
lature. 

auto- 
ies by 
‘tment 
embly| 
mmit-! 





Jueens 
e bill, 
e leg- 
men- 
roduc- 
tisfied 
riginal 
ybject- 
“Con- 
yy not 
1 neg- 
court 
stated, 
olicies 
t does 
e very 
» “cor- 
urance 





mpany) 
ve in-| 
rs, and] 
moved) 
i han- 
offices 


——— 


icy 


sles 14 


al 





XUM 




















HeNATIONAL UNDERWRITER 


GOOD AGENT ARITHMETIC 


... INA’s Accident & Sickness Policies 


INA’s 4-in-1 Family Accident and Sickness policy is a plus for any agent. We 
believe it is the broadest and most flexible—first and best in the field! The 
producer has a complete choice of contracts for all clients, whether individuals, 
families, associations or employee and special groups. Short or long term, 
special or all-purpose, standard or unusual risk, INA provides the A&S con- 
tract to cover any hazards, answer any need. Sell any or all in your one-stop sell- 


ing. It’s good arithmetic to be an INA agent with a future —ask our Fieldman. 


INSURANCE BY NORTH AMERICA 





Insurance Company of North America + Indemnity Insurance Company of North America + Life Insurance Company of North America «+ Philadelphia 
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Observer Encouraged By Court's 
Queries In Travelers Health Case 


Some close questioning of the gov- 
ernment’s position in the Traveiers 
Health case by several justices of the 
U. S. Supreme Court would indicate 
that the case against government in- 
terference is going well, according to 
Orville F. Grahame, vice-president 


and general counsel of Paul Revere 


Life and Massachusetts Protective. 
Mr. Grahame, who has been an ob- 
server at court, reports the flavor of 
the argument, but not verbatim, in 
the memo below. Cecil C. Fraizer, Lin- 
coln, Neb., lawyer and special staff 
counsel of Health Insurance Assn., 
argued for Travelers Health. Charles 


H. Weston argued the government 
case. 


Reactions at arguments can be de- 
ceptive, However, several justices in- 
dicated criticism of the government’s 
position and they did not question Mr. 
Fraizer. 

Mr. Weston explained this was a 
mail order case and not like National 
Casualty. The suggestion that this 
might make a difference by Mr. Jus- 
tice Black at the argument on Na- 
tional Casualty was not followed up. 
I got the impression that the mes- 
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sages in the briefs had gotten through, 

Mr. Weston spoke of PL 15 passed 
to remove doubts after SEUA. 

Justice Frankfurter: Did public law 
15 remove doubts or displace doubts? 

Mr. Weston remarked that Travelers 
Health only solicited “white” white 
collar workers and mentioned the in- 
tent of the statute was to have a com- 
pany regulated by the citizen’s own 
state. 

Harlan: What is there in the leg- 
islative history for this narrow inter. 
pretation? 

Mr. Weston cited the conference 
discussion on preserving state regu- 
lation. He mentioned difficulties if, 
the citizen was forced to go elsewhere, 
as suggested by Travelers Health vs 
Virginia and the McGee Case. 

Harlan: Can Nebraska regulate in| 








this field its domestic companies con-| iz 


stitutionally? 

Weston: I am not arguing uncon- 
stitutionality but I am suggesting cer- 
tain problems. 

Whittaker: Are you saying regula- 
tion must be efficient, sufficient, ade- 
quate? Is that any of the commission's 
business? 

Mr. Weston again mentioned con- 
gressional intent. 

Harlan: Aren’t you saying regula- 
tion must be effective, another ap- 
proach to your same argument, re- 
pudiated in National Casualty? 

Douglas: You are following the 
Gwynne statement? 

Weston: Yes. The language is broad, 
but yes. 

Whittaker: Do you subscribe to the| 
Gwynne statement? (Reads it.) It just 
doesn’t make any sense to me. 

Weston: The point on regulation by 
other states is mentioned here for the 
first time. Even so, regulation is not 
claimed, only that such states are em- 
powered. 

Whittaker: If a judgment was se- 
cured in the courts of Missouri, could 
it not be enforced in Nebraska? 

Weston: There would be questions 
of whether the state official was au- 
thorized to go into Nebraska, and re- 
lated problems. 

Harlan: There might be the ques- 
tion of getting jurisdiction. 

Weston: Under Travelers Health 
and Virginia we would believe the} 
could get jurisdiction by mail. ... 
Our request for relief in the brief is a 
little too broad. The company disputes 
the conclusion of deception. The case 
should be remanded for further pro- 
ceedings on the merits. 
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Shows Nebraska’s Capabilities 


Mr. Fraizer spoke for Travelers 
Health. He emphasized that Nebraska 
does regulate. He mentioned annual 
statements and tri-annual examina- 
tions, and the advertising code. In 
1949, Nebraska companies were re- 
quired to keep files of advertising. Mr. 
Fraizer mentioned that he had lived 
with this case for several years and 
had been insurance commissioner in 
Nebraska. He referred to the complex 
of state regulations. 


Two State Agents Named 
In South By Aetna Fire 


Aetna Fire has promoted Edward! 
J. Lassen to state agent at Winston- 
Salem, N.C., and F. E. Hightower to 
Alabama state agent. 


Mr. Lassen joined the company in} ij 


1951, was appointed special agent at 
San Antonio in 1952, and was trans- 
ferred to Winston-Salem in 1958. 

Mr. Hightower joined Aetna Fire 
as special agent at Birmingham, Ala. 
in 1951. He was placed in charge of 
the new office at Mobile in 1953. 
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HieNATIONAL UNDERWRITER 


Sees Agency System Sickness And 
Urges Immediate Use Of Remedies 


The traditional agency system is 
sick but definitely worth saving, in 
the opinion of William Peet, Minne- 
apolis insurance analyst and counselor. 
In a critical analysis of the system 
he has dissected the key and chronic 
symptoms. 

He believes that it is especially im- 
portant to consider them, now that 
agency companies appear to be re- 
covering from three disastrous under- 
writing years. If the improvement 
continues, there will be many who will 
tend to discount the significance of the 
symptoms, will prescribe a tranquil- 


' izer for the patient, and proceed on 


their merry way to a common ob- 
livion. 

Mr. Peet believes that the employe 
practices of too many companies and 
agencies are inimical to top oppor- 
tunities for top people. Executives 
are chosen too often with less regard 
to over-all ability than to proficiency 
in some speciality or to long service. 
They are underpaid by the standards 
of other businesses or even of many 
of the most successful of the large 
independent insurers. Few are re- 
quired or even encouraged to provide 
themselves with a background of 
knowledge of the makeup and prob- 
lems of a modern insurance organiza- 
tion. It is not surprising, then, that so 
many of them are unable to cope with 
basic problems, such as unfavorable 
loss and expense ratios. 


Notes Weakness 


Most company underwriters do not 
have a company status comparable to 
underwriters of Lloyds’ syndicates. In 
the case of bureau companies, this 
may be explained by the fact that 
many underwriters are only required 
to be able to read a rule book and 
know what lines are prohibited. Even 
among non-bureau agency companies, 





few if any require study by under- | 


writers toward a fellowship in the 
Casualty Actuarial Society or the 
CPCU designation. Many junior un- 
derwriters follow these studies, but in 
most cases to get a better job—one 
not in underwriting, Mr. Peet declared. 

Sales personnel are not trained in 
basic insurance principles. If the 
agency system companies have one 
potential advantage they could sell to 
the public, it is that their representa- 
tives are professionally trained. The 
advertising of many agency compa- 
nies assures the public that this is a 
fact. That it is not is, of course, com- 
mon knowledge to anyone who takes 
the trouble to determine the truth. 

The public does not like to be 
played for a sucker. When such a wide 
divergence between advertisements 
and reality exists as it does with 
much ballyhooed “professional agents,” 
one can understand how easily out- 
siders see through the sham. An 


variably are for the protection of bu- 
reau members, with no thought giv- 
en to the public interest. Prohibited 
lists are full of items that should be 
insurable for an adequate rate. In- 
competence hampers company officials 
from doing the kind of creative un- 
derwriting Lloyds underwriters have 
been performing for hundreds of 
years. It also weakens agents’ ability 
to show companies where they should 
provide insurance to cover special 
situations. 

There is a continuing failure to 
recognize and correct obvious conflicts 
of interest with insurance buyers, Mr. 
Peet continued. Exponents of the 
agency system are not taking the 
initiative to correct bad practices or 
to introduce constructive improve- 
ments such as deductibles at realistic 
rate credits, and subscription policies 
to cover fixed property. Nor do they 
try to end domination by company- 
controlled bureaus over rates and 
forms. 


Many reasons have been advanced 
to explain why improvements have 
not been made, but the reasons do not 
coincide with the desires of the buy- 
ing public. Mr. Peet referred to the 
list of major American industries in- 
sured by Lloyds either directly or 
through enterprising brokers using 
small, controlled American companies 
as “fronts.” Some of the names on 
this list were brought out during a 
recent O’Mahoney committee hearing. 
The leading exponents of the agency 
system are failing increasingly to pro- 
vide American industry with the cov- 
erages to which it is entitled, he 
charged. 


Other Sources Of Conflict 


In all fairness, it should be men- 
tioned that there are other sources of 
conflict not yet being dealt with gen- 
erally elsewhere, but perfectly cap- 
able of solution, Mr. Peet observed. 
It would be wonderful to see agency 
system exponents, rather than brok- 
ers and Lloyds underwriters, initiate 
action to eliminate some of them. 
They could work out protection of 
the insured against split coverage be- 
tween differing liability forms (load- 


(CONTINUED ON PAGE 24) 
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Mautz Heads Kemper 
Office At Pittsburgh 


Kemper group has opened a re- 
gional production and underwriting 
office at Pittsburgh under Charles A. 
Mautz, former district manager in 
western Pennsylvania. 

Ralph E. Wood has been transferred 
from Summit, N.J., to become under- 
writing manager at Pittsburgh. Wil- 
liam E. Thompson and J. L. Mullins, 
claims and boiler engineering man- 
agers, respectively, will continue in 
those capacities. 


Standard Accident 


Promotes Donaldson 


Standard Accident has appointed 
L. J. Donaldson executive assistant for 
casualty and property claims. He has 
been manager of the education de- 
partment since 1956. Mr. Donaldson 
joined the company as an adjuster at 
Detroit in 1945 and later that year was 
made a claim examiner at the home 
office. He was appointed claims man- 
ager at St. Louis in 1950 and assistant 
manager of casualty claims at the 
home office in 1954. 








agent who is only a salesman may 
bring companies more business than | 


one with professional training, but it 
is not surprising that indigestion often 
follows. 


Fixes Blame 


Mr. Peet believes that forms are 
inflexible and contain too many ab- 
solute exclusions which should be in- 
surable. This weakness is partly due 
to laziness and partly to incompetence 
on all sides. Laziness has too long 
given underwriters a chance to hide 
behind bureau rules and company 
prohibited lists. The rules almost in- 
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WHO IS PRUDENCE PRU? 
WHAT CAN SHE DO FOR YOU? 


Prudence Pru is the name of the 
lovely young lady who represents 
Prudential’s Brokerage Services. 
She’s typical of the thousands of 
Girl Fridays who make the job 

a lot easier for their busy bosses. 
You'll be seeing her every month 
on the Prudential Brokerage 
package. You can rely on her to 
give you valuable insurance 
selling advice and to tell you about 


outstanding visual sales aids. 


You'll find Prudence Pru’s 
monthly Brokerage Package a 
good friend when it comes 

to developing more sales and 
more commissions. To get 

your monthly mail visit from pretty 
Prudence Pru, with her helpful 
point-of-sale suggestions, 


just fill in the coupon. 











TO: BROKERAGE SERVICES 
THE PRUDENTIAL, NEWARK 1, N. J. 


| would like more information about 
() Prudence Pru’s Brokerage 


Program 


(1 Prudential Brokerage Service 
Name 


Address 





City and State— a 
NU-82 


THE TWENTIETH 
Sunday, CBS-TV 


You ll enjoy 


CENTURY 


¢ Life Insurance 

¢ Annu.,ties 

¢ Sickness and Accident Protection 
¢ Group Insurance 


¢ Group Pensions 
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Atlantic Mutual Raises 


Two On Coast 

Atlantic Mutual has appointed W. 
Brewster Davison assistant gen- 
eral manager of its Pacific division at 
San Francisco. He was in charge of 
southern California operations for 
eight years. In his new position he 
will have specific direction of fire, 
homeowners and production. 

Alfred L. Merritt Jr., succeeds Mr. 
Davison as Los Angeles manager. He 
was formerly assistant secretary of 
the fire devartment at the home office 


as 
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for five years, and prior to that had Royal-Globe Group 


been Portland, Ore., manager for six 
years. 


Self Insurers Elect 


Self-Insurers Assn. at its annual 
meeting in New York elected E. R. 
Alden Socony-Mobil Oil Co. chairman, 
and F. H. Humphreys of ACF Indus- 
tries vice-chairman. J. J. Regan of 
Sherpick, Regan & Davis, and A. H. 
Powell of New York Central were re- 


Promotes Several 

Royal-Globe has appointed K. D. 
Biersack assistant secretary. He will 
supervise special risks, loss preven- 
tion and engineering, and boiler and 
machinery departments. He joined the 
group’s statistical department in 1938 
and had been manager of the special 
risk department since 1955. 

William F. Becker, named fire man- 
ager at Syracuse, has been with the 


group since 1948. He was regional 
underwriter in New York before his 


elected secretary and treasurer, re- 
spectively. 





Tf you are 
tomorrow 
minded... 





you can build a secure future with Central... 





Home 


a tomorrow minded 
company 


If you are looking ahead to a year from 

now ... five years...ten... twenty years, 
look to Central, a company with its mind 

on tomorrow, too. Because the success and 
welfare of Central agents is foremost in the 
minds of Central’s management. And 
Central’s $47,981,956.00 in reserve assures 
a solid foundation for tomorrow’s growth. 


Thousands of progressive Central producers 
have already recognized the wisdom of 
representing a tomorrow minded company, 
one that is financially sound today and has 
its mind on growth for tomorrow. Would 

you like to grow with Central? Write to 
Advertising Department, Central Mutual 
Insurance Company, Van Wert, Ohio, for 
the booklet “Plus Factors for Added 
Premium Volume.” 


A MULTIPLE LINE COMPANY 


Gamtral Ulurual 


INSURANCE COMPANY 
Van Wert, Ohio 





Office: Van Wert, Ohio. Branch Offices in: Atlanta, Boston, Dallas, Denver, Los Angeles, Montreal, New York, San Francisco, Toronto, 
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transfer to Syracuse as underwriter 
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Richard J. Beck, new fire manager 
at Nashville, has been with the group/ 
for more than 30 years. He was region-' 
al fire underwriter at New York be- 
fore his traisfer to Nashville as re-| 
gional fire underwriter last year. 

George F. Brenner has been ap- 
pointed superintendent of bonding at 
the East Orange, N.J., regional office, 
Mr. Brenner was formerly with St. 
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Paul F.&M. in New York. | insured 
William S. Carmody was appointed} In one 
agency systems special representative | fell ac! 
for the western territory at Chicago,} stroyed 
He succeeds A. R. Peters, transferred) MOvins 
to New York as assistant manager of} coveral 
agency systems. that th 
Wallace C. Raabe, state agent at} Was. tt 
Eau Claire, Wis., has been rete the ins 
ferred to Kansas City. He succeeds} less 4 
R. J. Wintermute, state agent, who liabilit, 
has been transferred to New York for In 
specialized training. Mr. Raabe _ has Schluc’ 
been with Royal-Globe since 1946 and} Collaps 
has been in the Nebraska and Wis-| Milkin. 
consin field. was ¢ 
Charles W. Buek, vice-president of| “SUPP! 
U.S. Trust Co. of New York has been} Provid 
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Special Claims Course Set | jetin 
The school of Insurance Society of} erage 
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business interruption claims handling,{ consti 
Feb. 11. Classes meet Thursdays from The 
5 to 7 p.m. for 16 weeks. This course} “loss 
is held only during the spring semes-| inclu 
ter in alternate years. direct 
Saat | from. 

Fontaine To N. D. Field — 
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‘| TWO CASES OF EC 





Silo Falling Object 
In One, Partial Loss 


Fully Paid In Other 


Two recent cases, both decided for 
insured, involved extended coverage. 
In one, the collapse of a silo, which 
fell across the farmer’s barn and de- 
stroyed it, was held to be a falling or 
moving body within the terms of the 
coverage. In the other, the court held 
that the cost of repair of the premises 
was the measure of damages where 
the insurer failed to plead actual cost, 
less depreciation, as a limitation of 
liability. 

In September, 1958, a_ silo on 
Schluckebier’s property in Wisconsin 
collapsed and destroyed his_ barn. 
Milking equipment in the barn also 
was damaged. Schluckebier had a 
“supplemental” coverage endorsement 
providing coverage with respect to 
damage caused by “collision with 
falling or moving bodies or vehicles.” 


| The barn was insured for $16,000 and 


| there was coverage on a milker, water 
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, tion of public policy here,” 


heater and milking equipment in the 
amount of $3,600. 

Collapse of an adjacent silo de- 
stroyed the barn and did $1,978 of 
damage to milking equipment. 


Mutual Should Not Be Held 


Arlington Mutual, the insurer, ar- 
gued that being a town mutual fire 
insurer its insured constituted mem- 
bers of the company as well as in- 
sured. Consequently, it stated, public 
policy should favor the group over the 
individual. Wisconsin supreme court, 


' affirming a lower court judgment in 
| favor of Schluckebier, 


‘brushed this 
is no ques- 
it stated. 

The legislature empowered town 
mutuals to write extended coverage. 
But, the court added, it left to the 
companies the right to prescribe and 
define the policy terms of such cov- 
erage. Thus, it said, in case of ambi- 
guity in such terms, they must be 
construed against the insurer. 

The endorsement provides that 
“loss by falling or moving bodies shall 
include direct loss by aircraft and 
direct loss by objects falling there- 
from.” “Include” may mean the only 
thing included, or it may mean that 
what is stated as being included con- 
stitutes only a part or a component 
of the whole. The second meaning 
was voted for by the supreme court 
because that construction works most 
strongly against the insurer. However, 
the court noted that the second mean- 
ing is also the sense in which “in- 
clude” is most commonly used. 

Aircrafts and objects falling there- 
from “are but one type of ‘falling or 
moving bodies’ embraced within the 
general classification of such perils,” 
the court observed. 


argument aside. “There 


Cause Of Collapse Immaterial 


Responding to the argument that 
the silo’s fall was not impelled by 
gravity but by some reason such as 
overloading, the court commented that 
“the cause of the silo collapse is im- 
material. Whatever the cause, its fall 
was certainly impelled by the force 
of gravity. It constituted a ‘falling 
body,’ and in falling, it came in ac- 
tual physical contact or ‘collision’ with 
the barn, causing its destruction and 
the damage to the milking equipment.” 

In Manhattan F.&M. vs Melton, 
Texas court of civil appeals at Texar- 
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kana affirmed a lower court verdict 
for Melton. The insurer argued on ap- 
peal that the trial court erred in 
charging that the cost of repairing the 
premises, damaged by wind, hail and 
wind-driven rain, was the measure 
of damages rather than requiring 
damages to be measured in relation 
to the value of the property at the 
time of loss, with deduction of de- 
preciation. 

But the court agreed with Melton 
that the insurer was in no position 
to complain of the charges because it 
failed to plead actual cost, less de- 
preciation, as a limitation of liability. 

Citing cases, the appeal court con- 
cluded that since this was a partial 
loss it would have been impracticable 
under the facts in the case to deter- 
mine the actual cash value, with prop- 
er deduction for depreciation, of the 
old roof on the house—which did not 
leak and was still giving good serv- 
ice when it and its understructure 
were partially damaged. This held al- 
so for wallpaper, “which was usable 
and dependable until it was partially 
damaged, and of plaintiff’s used doors, 
windows and facings, which were us- 
able and dependable until they were 
partially damaged.” 


Insurers, Officers Add To 


Alabama General Assets 


The defunct Alabama General will 
have an additional $95,000 to help 
meet outstanding claims. Aetna Cas- 
ualty and Old Colony, Boston affili- 
ate, the bonding companies, will put 
up $85,000. Richmond Flowers, 
Broughton Lamberth, Garet Van Ant- 
werp, and James C. Kelley, former 
officers of Alabama General, have 
pledged another $10,000. 

This is the second contribution to 
the company’s assets in recent weeks. 
A German insurer advanced $985,000 
earlier. Claims against the company, 
which went into receivership in 1957, 
are approximately $4.7 million. 


Aetna Fire Transfers 
Wilson And Gustafson 


Aetna Fire has transferred Robert 


H. Wilson, special agent, from Mill- 
burn, N. J., to Houston, and Robert E. 
Gustafson, special agent, from Pitts- 


burgh to Millburn. 

Mr. Wilson joined the company in 
1951, and after completing the multi- 
ple line school was assigned to the 
New Jersey field. Mr. Gustafson was 
in the agency business in Providence 
before joining the company in 1957. 
He was assigned to Pittsburgh in 1958. 

Commercial Union has named as a 
director Hoyt Ammidon, president of 
U. S. Trust Co. of New York. 


Kingsley Senior V-P 
Of Liberty Mutual 


Liberty Mutual has elected Grover 
G. Kingsley senior vice-president and 
manager of the research and planning 
department. He was formerly vice- 
president and New England division 
manager. 

Mr. Kingsley joined the company 
in 1921 as an engineer, later serving 
as a manager and opening company 
offices in Syracuse, Minneapolis and 
San Francisco. He has also been 
manager of the business sales depart- 
ment. 

Organizes Spot Adjustment 

Spot Adjustment Co. has been or- 
ganized at Dickinson, N. D., by W. L. 
Spotts. Mr. Spotts was with Western 
Adjustment for nine years at James- 
town and Fargo, and more recently as 
manager at Dickinson. 
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North America Expands 
]. E. Tomkins’ Duties 


North America has appointed Jo- 
seph E. Tomkins Jr., as manager in 
Brooklyn, N.Y. He is Brooklyn man- 
ager of Indemnity of North America. 

Mr. Tomkins entered insurance at 
North America’s New York office in 
1938. He was appointed indemnity 
manager at Brooklyn in 1947. 

He will be assisted by Theodore C. 
Fajardo, fire special agent with North 
America’s New York City office. Mr. 
Fajardo has been with North Ameri- 
ca 12 years, 


Porter Ellis In N. J. Talk 

Porter Ellis of Dallas, vice-president 
of National Assn. of Insurance Agents, 
will discuss the agency system’s sur- 
vival at a meeting of Bergen, Passaic 
and Hudson County (N. J.) associations 
Jan. 19 at Paramus. 











risk. Call us yourself . . . 


inimum 


Coverage 


DOESN‘’T LOOK AS GOOD ON 
A LONG HAUL TRUCKING RISK! 


When you or your company hit a snag in writing full coverage for a long 
haul trucking risk, call in Newhouse and Hawley to untangle the problem. 
No need for a client to be half covered when we can place BI, PD, fire & 
theft, collision and motor truck cargo for you. 


Single Limit Policies—primary or excess, direct or reinsurance . . . 
Newhouse and Hawley’s proven service and expert knowledge of both the 
American and London markets result in quick satisfactory placement of your 
or suggest that your company call us. 


“SERVICE is our most Important Product” 


175 W. JACKSON BLVD. + 
123 WILLIAM ST. = 
RHODES-HAVERTY BLDG. 
3130 N. MERIDIAN ST. + 





CHICAGO 4, ILL. + 
NEW YORK 38, N. Y. 
* ATLANTA 3, GA. + 
INDIANAPOLIS 8, INDIANA + WAinut 4-5391 


EWHOUSE 
~° EF AWLEY 


INCORPORATED 


HArrison 7-7890 + Teletype CG 1026 
BArclay 7-1366 + Teletype NY 1-2823 
JAckson 4-3856 











WOLVERINE’S premiuu BUDGET PLAN 


will . . 


(3) Allow more time for production of new business . . 
. (5) Increase your income. . 


job of survey and account selling . . 
. (7) Attract new customers and accounts. 


. (1) Reduce your accounts receivable . . . 


(2) Reduce Agency overhead .. . 
. (4) Enable you to do a better 
. (6) Deter competition 


Liability, Burglary, Robbery, Homeowner's, Accident & Sickness, etc. insurance. 


The average family and small to medium-sized business is in the habit of buying and 
paying on an installment plan of so much down and so much per month for appliances, 


automobiles, utilities, home or business mortgages, etc. and will welcome 
Budget Plan which will enable them to pay for insurance protection in 


meet” monthly payments. 


For further information write to the 
Agency-Sales Department. 


| 
| 
i 
| 
| 
| 
This new simplified premium financing plan is available for Automobile, Fire, General | 
| 
| 
| 
| 
| 
1 


“Wolverine’s” 
“easy to 





WOLVERINE INSURANCE COMPANY 


BATTLE CREEK, MICHIGAN 
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Salesman ? : 









.. counts : 





All over the free world your clients can have their insurance problems 
solved by you and your Royal-Globe multiple-line fieldman. He will help 
you coordinate their foreign fire, casualty, bonding and other insurance, 
through our Foreign department and our international network of 
representatives. 

Whether your client is shipping his car abroad for travel, or buying 
a house or opening a plant on foreign soil — you can insure him through 
our Foreign department, where smooth sailing is guaranteed by clear 
communications. 


Photos courtesy of Thos. Cook & Son 
and French Government Tourist Office 


Showing again how Royal-Globe is 


“TOPS IN EVERY SERVICE” 


ROYAL ma GLOBE 


INSURANCE GROUP New York 38, New York 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. + ROYAL INDEMNITY COMPANY - GLOBE 
ENDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA + NEWARK INSURANCE COMPANY + AMERICAN AND FOREIGN 
SNSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 






Y dependent 
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Conventions 


Jan. 28-30, Federation of Insurance Counsel, 
midwinter officers meeting, Mountain Shad- 
ows resort, Scottsdale, Ariz. 

Feb. 4-5, Conference of Mutual Casualty Com- 
panies, fire meeting, Conrad Hilton Hotel, 
Chicago. 

Feb. 15, Insurance Economics Society, executive 
committee, Drake Hotel, Chicago. 

Feb 17-19, Michigan agents, midyear, Sheraton 
Cadillac Hotel, Detroit. 

Feb. 18-20, Texas mutual agents, 
Commodore Perry Hotel, Austin. 
Feb. 22, West Virginia I-Day, Daniel Boone 

Hotel, Charleston. 

Feb. 22-24, National Assn. of Surety Bond 
Producers, annual, Boca Raton Hotel, Boca 
Raton, Fla. 

March 3-4, Washington agents, midyear, Marcus 
Whitman Hotel, Walla Walla. 

March 10-11, Conference of Mutual Casualty 
Companies, underwriting meeting, Conrad 
Hilton Hotel, Chicago. 

March 10-12, Tri State mutual agents of Penn- 
sylvania, Maryland and Delaware, annual, 
Pittsburgh Hilton Hotel, Pittsburgh. 

March 15, New Jersey agents, midyear, Stacy 
Trent Hotel, Trenton. 


midyear, 


March 17-18, Ohio mutual agents, annual, 
Manger Hotel, Cleveland. 
March 27-29, National Assn. of Insurance 


Agents, Southern territorial conference, Ar- 
lington Hotel, Hot Springs, Ark. 

March 28-30, National Assn. of Mutual Insur- 
ance Agents, midyear, Flamingo Hotel, Las 
Vegas. 

March 30-31, Pacific Insurance & Surety Con- 
ference, annual, Riviera Hotel, Palm Springs. 

April 1, Pacific Coast Advisory Assn., annual, 
Riviera Hotel, Palm Springs. 

April 6, New Hampshire agents, midyear, Man- 
chester Country Club, Manchester. 

April 7-8, National Assn. of Casualty & Surety 
Agents, midyear, St. Anthony Hotel, San 
Antonio. 

April 10-12, Mississippi mutual agents, annual, 
Buena Vista Hotel, Biloxi. 

April 23-27, National Assn. of Insurance Agents 
—National Board of State Directors, midyear, 
and Midwest territorial conference, Nether- 
land Hilton Hotel, Cincinnati. 

April 24-26, Florida mutual agents, 
Fort Harrison Hotel, Clearwater. 
April 27, Insurance Brokers’ Assn. of State of 
New York, annual luncheon, Pierre Hotel, 

New York City. 
April 28-29, Southern Claims Conference, an- 


annual, 


nual, Statler Hilton Hotel, Dallas. 

May 1-3, Iowa agents, annual, Blackhawk 
Hotel, Davenport. 

May 2-3, Minnesota mutual agents, midyear. 


Pick-Nicollet Hotel, Minneapolis. 

May 5-6, Conference of Mutual Casualty Com 
panies, claims meeting, Conrad Hilton Hotel 
Chicago. 

May 8-10, Alabama 
Hotel, Tuscaloosa. 

May 8-10, Pennsylvania agents, annual, Hotel 
Hershey, Hershey. 

May 9, National Assn. of Mutual Casualty 
Companies, annual, Edgewater Beach Hotel, 
Chicago. 

May 9-11, American Mutual Insurance Alliance. 
annual, Edgewater Beach Hotel, Chicago. 
May 9-11, National Assn. of Independent 
Insurance Adjusters, annual, Broadmoor 

Hotel, Colorado Springs. 

May 9-12, National Assn. of Insurance Brokers, 
annual, Ambassador Hotel, Chicago. 

May 10, Assn. of Casualty & Surety Companies, 
annual, New York. 

May 12, National Independent Statistical 
Service, annual, La Salle Hotel, Chicago. 

May 13-14, Mountain States mutual agents, an- 
nual, Antlers Hotel, Colorado Springs. 

May 13-14, Oklahoma agents, annual, Mayo 
Hotel, Tulsa. 

May 14-16, New York agents, annual, Concord 
Hotel, Kiamesha Lake. 

May 15-17, Virginia & District of Columbi: 


agents, annual, Stafford 


mutual agents, annual, Shoreham Hotel 
Washington, D. C 

May 15-18, North Carolina agents, annual, 
Carolina Hotel, Pinehurst. 

May 16, Vermont agents, spring meeting, 


Woodstock Inn, Woodstock. 

May 16-18, Health Insurance Assn., 
Statler Hilton Hotel, Dallas. 

May 16-18, Insurance Accounting & Statistical 
Assn., annual, Sherman Hotel, Chicago. 

May 17-18. Illinois Bureau of Casualty Insurers, 
annual, St. Nicholas Hotel, Springfield. 

May’ 19-20, Arkansas agents, annual, Arlington 
Hotel, Hot Springs. 

May 19-21, Texas agents, annual, Austin Hotel, 
Austin. 

May 25-27, National Assn. of Independent In- 
surers, workshop, Jack Tar Hotel, San 
Francisco. 

May 26, National Board of Fire Underwriters, 
annual, Commodore Hotel, New York. 

May 29-June 1, American Assn. of Managing 
General Agents, annual, Sea Island, Ga. 

May 30-June 3, National Assn. of Insurance 
Commissioners, annual, Fairmont Hotel, San 
Francisco. 

June 9-11, Florida agents, annual, 
bleau Hotel, Miami Beach, 


annual, 


Fontain- 
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“Life is death as far 
as I’m concerned...” 


YOU:... introduced a Life man toa 
client once...lost the sale, and the 
client, too... from high pressure! 
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CG: That’s the beauty of our service | 


... we make no sales recommendation! 
None at all! 


YOU: Look, I haven’t got the time... 
CG: We have! And our Life Consult- 


ant takes care of all the technical 
details. You're in charge! 

YOU: What about commissions? 
CG: You get full commission on any 
sale made. As a matter of fact, using 
Connecticut General’s Life Depart- 
ment for the independent general 
insurance man, you can increase your 
profit 15% or more! 

YOU: Low pressure, no sales pitch, 
none of my time wasted...and 15% 
profit. Sounds better and better. What 
should I do next? 

CG: Call the C.G. office nearest you. 
There’s probably one in your city. Do 
it right now! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 
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Miss. Acts On Fire 
And Casualty Filings 


Mississippi insurance commission 
has disapproved a request by North- 
western National to withdraw its 
30.5% deviation on schools and large 
area houses which the company had 
asked because Mississippi State Rat- 
ing Bureau has reduced rates on 
these classes—11.1% for protected 
schools, 8.3% for unprotected, and 
3.5% for large area housing. 

The commission also disapproved 
the filing by National Bureau and Mu- 
tual Insurance Rating Bureau to re- 
strict comprehensive personal liabili- 
ty coverage as to midget autos away 
from premises and to charge for out- 
board motor boats over 10 h.p. and 
private swimming pools. National 
Bureau (but not Mutual Bureau) also 
asked an increase in the CPL rate of 
$1 to $11 basic, to $16 for incidental 
office use, to $19 for that plus two 
family, and to $14 for two family. 


Approves 10% Reduction 


The commission approved a 10% 
reduction for compact cars filed by 
Government Employees and _ State 
Farm. Government Employees cited in 
support of its filing the experience of 
“another independent” insurer show- 
ing that such cars had loss ratios 
lower than those for larger cars— 
lower in 1956 by 3.7%, 1957 by 15.1%, 
and 1958 by 15.9%. 

The commission approved a devia- 
tion for Mississippi Farm Bureau Mu- 
tual that is 20% off the new fire rates 
of Mississippi State Rating Bureau. 

Action was deferred on a filing by 
the state’s auto assigned risk plan 
which would hav applied to a 15% sur- 
charge to “clean” risks, and which 
would have increased the present 15% 
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O’Brien Elected To 
Additional ADT Posts 


Directors of American District Tele- 
graph Co. have elected Laurence J. 
O’Brien secretary 
and counsel of the 
company, which 
specializes in elec- 
tric protection 
against fire, burg- 
lary and holdup, 
on a national ba- 
sis. 

Mr. O’Brien will 
continue as gener- 
al sales manager, 
with responsibility 
for more than $50 
million in annual 


Laurence J. O’Brien 


sales. 


Reduce UM In N. H. 


The mandatory uninsured motorists 
cover in New Hampshire has been 
reduced from $2 to $1.25. The law 
was adopted in 1957 and the rate has 
been the subject of much controver- 
sy. Advocates of the legislation had 
predicted a much lower rate than 
$2. 

The coverage also was reduced from 
$3 to $2 for vehicles other than pas- 
senger cars, and from $2 to $1.50 for 
coverage of corporation-owned vehi- 
cles. 





surcharge to 30% and the 25% one to 
50%. Presently clean risks are not 
surcharged. The plan filed data show- 
ing a loss ratio of 93.8 against a 
permissible of 72. Present surcharges 
increase AR rates 9.3% when a 42.4% 
increase is needed. The proposed sur- 
charges would produce an average 
increase over manual of 26.8%. 


| 











; 
t 


aT ye 
mannii 


This is the “Write” time 


To sell “Insure to Value” 


And you'll find it a good “Policy” 
to do business with... 


She Camden 


FIRE INSURANCE ASSOCIATION 





Now in our second century of putting our agents’ interests first! 


The Camden Fire Insurance Association 
Camden, New Jersey 
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Time is Money 


The more time you save on collections ...the more 
time you have to make sales—and money! 

More and more Agents are putting the Reliance 
premium financing plan, CANANWILL, to work for them. 
Why? Because it saves them the time and work of 
making collections themselves ... frees them to devote 
more time to profitable selling. 

Installment buying is an accepted part of our econ- 
omy. Your clients will welcome CANANWILL for its 
convenience. The CANANWILL agreement is simplicity 
itself. To learn all the details, and the many benefits 
CANANWILL provides for you and your clients, see your 
Reliance Fieldman, or write CANANWILL, INC. at the 
Reliance Head Office. 





RELIANCE INSURANCE COMPANY 


401 Walnut Street ¢ Philadelphia 6, Pa. 
Symbol of American insurance integrity since 1817 
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Plan the protection 
with these values in mind 








ably low rates. Moreover, that it can be 
written to round out coverage of any 
of the homeowner’s package forms. 

In short, this inland marine floater 
offers special opportunities to pro- 
ducers who want to go a step beyond 
the basic package plans—by broaden- 
ing coverage, providing better value to 
clients. If you use this sales approach, 
point it up with the solid advantage 
that our service facilities can give you 
in building inland marine volume 
from personal and business sources. 


Cui Cealos/lfitid, 


INSURANCE COMPANY 


Indianapolis 7, Indiana 


@ Jewelry, silverware, furs, cameras, 
sports equipment, other valuable 
articles. Many of your clients and 
prospects have a fairly large invest- 
ment in these classes of personal 
property—one they want to protect. 
It’s good reason to recommend that 
the Personal Articles Floater be car- 
ried. No other policy provides the 
same “all risks” protection on these 
valuables. Consider that eight or more 
classes of articles can be scheduled 
under this single policy, and at favor- 


Western Department: Omaha 2, Nebraska 


FIRE +» CASUALTY +» AUTOMOBILE + INLAND MARINE 
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INLAND AND OCEAN M 

YACHTS + AIR CARGO 

FIRE AND ALLIED LiNES 
AUTOMOBILE PHYSICAL DAMAGE 
MULTIPLE PERIL AND COMPREHENSIVE POLICIES, 
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BUT INFLUENCE IS POTENT 
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Federal Rule Less Imminent Than 
On Past Occasions, Says Gillooly 


Federal supervision of insurance is 
probably less imminent today than on 
a number of oc- 
casions in the past, 
said Thomas J. 
Gillooly, assistant 
general counsel of 
Prudential, at the 
recent meeting of 
Assn. of Life In- 
surance Counsel at 
New York. At the 
same time, Mr. 
Gillooly warned, 
those who think of 
insurance as being 
regulated only by 
the states are “entertaining an illu- 
sion,” for the federal system has had 
an extremely large impact upon life 
insurance in recent years. 

Mr, Gillooly was for three years as- 
sociate general counsel of American 
Life Convention before going with 
Prudential last October, and before 
that was insurance commissioner of 
West Virginia. The conclusion of his 
talk at the life counsel association fol- 
lows. 


T. J. Gillooly 


The survival and present vigor of 
state supervision of insurance is one 
of the truly remarkable events in the 
interplay of federal-state governmen- 
tal relationships in this country. It is 
a paradox of the democratic system 
that regulation of insurance by the 
states, founded more on the wisdom 
of practical experience than in logic, 
is stronger in many respects than in 
its entire history, notwithstanding the 
substantial inroads by the federal gov- 
ernment into this field in the past 
quarter of a century. 

In recent years, the great surge of 
liberal philosophy which has been in- 
fused into the administration of all 
three branches of the government— 
executive, legislative and judicial— 
has had a clearly defined effect upon 
the insurance regulatory scene in the 
United States. 


Insurance Side- Effects 


In the first place, legislation enacted 
with no specific purpose nor intent of 
affecting the regulatory picture of in- 
surance nevertheless inevitably en- 
compassed many phases of insurance 
because of the sheer breadth of its 
scope. 

Statutes such as the national labor 
relations act and the fair labor stand- 
ards act have tended to affect and 
control the manner in which the busi- 
ness may be conducted, although none 
had this as their specific purpose. They 
were enacted in the furtherance of 
social objectives quite apart from the 
regulation of the life insurance busi- 
ness. The social security act had much 
the same effect, although it is not 
regulatory in nature. 


Some Were Intended 


There have been a number of legis- 
lative and administrative actions by 
Congress aimed specifically at the in- 
ternal affairs of the business. Fre- 
quently these have been inspired by 
recommendations from the executive 
branch or the administrative staff of 
congressional committees in the form 
of studies, reports and questionnaires. 

Examples are the wide-scale in- 
vestigation of insurance by Congress, 
the major changes in the theory of 
taxation of life insurance companies 


so as to bring it close to the method of 
taxation of other corporations, as rep- 
resented by the life insurance compa- 
ny income tax of 1959 and the welfare 
and the pension plan disclosure act. 

Finally, under the Southeastern Un- 
derwriters decision the federal anti- 
trust acts first became fully applicable 
to the business of insurance. Later, 
with the enactment of public law 15, 
their application was stayed “to the 
extent that such business is not regu- 
lated by state law” with the excep- 
tion of the boycott, coercion and in- 
timidation provisions of the Sherman 
act. 

This has left the states with the 
burden of compliance. Though an out- 
standing job has been done in 
strengthening state laws and insur- 
ance departments, the exact manner 
in which these anti-trust statutes were 


(CONTINUED ON PAGE 22) 








What 


motivates 
the fire 

insurance 
buyer? 


The man buying fire insurance wants first 
to protect his property values. Then he 
wants to be sure he is not paying more 
than he needs to for this protection. 

All too often he is likely to consider the 
valuation of the property mainly as a fac- 
tor which determines how much premium 
he must pay and, therefore, may be con- 
tent with a rough estimate of value. Rough 
estimates create a false sense of security, 
are incapable of substantiation and ex- 
pose the property owner to unnecessary 
hazards in the support of coinsurance or 
proof of loss. 

American Appraisal Service provides 
two basic elements of a sound insurance 
program: 

1. Adequate data for buying insurance. 
2. All necessary data for proof of loss. 

Recommending American Appraisal 

reports is good customer relations. 


LEADER IN PROPERTY VALUATION 


The 
AMERICAN 


APPRAISAL 
Company 


Home Office: Milwaukee 1, Wisconsin 
Offices in 18 Cities Coast-to-Coast 
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William P. Henderson, president 
Henderson Tire Co. of Detroit and 
interested in insurance coverages and 
rating, writes: 


Recent articles and letters on insur- 
ing drivers instead of automobiles have 
presented opinions for and against this 
change. The writing of casualty cover- 
age and the physical damage coverage 
was for many years done in two separ- 
ate policies. While they are separate 
coverages, the trend of combining them 
in one policy is a must for the future. 
The two coverages are so interrelated 
and so affect each other it is a back- 
ward step to separate them, although it 
is necessary when you insure drivers. 


Combination Is Answer 





When you have two variables that 
| call for premium rating and each af- 
ect the other, adequate premium rat- 
ing can only be arrived at by combin- 
ing them in one policy. The ability of 
drivers vary and must eventually be 
insured at different premium levels. 
| This is proven in the risk selection of 
many companies that want to write 
| only the good or careful drivers. The 


recent merit rating plans are further 
proof. 
Physical damage coverage is also a 
' variable in premium rating from the 
base of published car list prices. It is a 
subject on which this writer has con- 
_ tributed many articles and is proven 
by the plus rating of large windshields 
as well as the lower rating of some 
compact cars. 
The effect of this interrelationship 
| is best shown by using dollar amounts 


King & Ramsay Becomes 
Branch Office Of 
Western Of Fort Scott 


Michigan agents of Western com- 
| panies of Fort Scott have received an 


ree 


oe 





announcement that the state agency 
tof King & Ramsay of Detroit will 
| hereafter be operated as a_ branch 
} office. King & Ramsay has been ex- 

clusive state agents of Western group 
in Michigan for 32 years. 
' Ralph L. Morrison has been named 
) branch manager. He has been with 
the King & Ramsay organization for a 
|; number of years. All personnel will 
continue the operation without change. 
Charles A. Ramsay, partner in the 
state agency during its entire exist- 
; ence, will continue with the branch 
: office. 
| The companies have been operating 
claim offices in Detroit and Saginaw. 
The Detroit office is managed by J. V. 
| Lemhagen, and the Saginaw office by 
| Roy Perry Jr. 


BaRE 


XCESS 





© Surplus Line 

| | © Excess Limits 

@ Ocean Marine 

® Errors and Omissions 

® Reinsurance (Facultative 
& Treaties) 


26 Court St., Brooklyn, N. Y. 
TRiangle 5-6230 
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Personal Attention for Your Problems 
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FieNATIONAL UNDERWRITER 


Urges Rating Drivers, Not Insuring Them 


for each coverage in four examples: 

—Example number one. In this case 
the very best driver owning the best 
low repair cost car could be insured for 
BI & PDL at $50 and PHD for $50, a 
total of $100. 

—Example two. The same _ good 
driver owning a very high repair cost 
car that cost twice as much to repair 
would double the PHD premium to 
$100 for a total of $150. 

—Example three. In this case you 
have the worst driver who has twice 
the number of accidents owning the 
best low repair cost car. BI & PDL 
would have to be $100 and because 
this would create twice as many col- 
lision losses this coverage would also 
have to be $100 for a total of $200. 

—Example four. Here you have a 
combination of the worst driver own- 
ing a high repair cost car. Twice the 
number of accidents call for BI & PDL 
premium of $100 and twice the number 
of high collision repair costs raises that 
premium to $200, a total of $300. 

While these are exaggerated figures, 


they serve to show the interrelation- 
ship and the results of insuring bad 
combinations because of the multiply- 
ing effect. If you were to insert real- 
istic figures of 10 to 50% instead of 
100% higher it does not take many 
bad combinations as shown in exam- 
ples three and four to change loss 
ratios drastically. 


Index Would Be Necessary 


If you were to insure drivers at 
various rates it would be necessary 
also to give them an index which 
would have to be applied to PHD 
coverage. This becomes complicated 
and next to impossible when several 
drivers in a family operate one car. 

Other reasons for not insuring 
drivers can be set forth. It has been 
clearly demonstrated the kind of a car 
the driver owns affects his driving 
performance or the cost of insuring a 
driver. Recent rate reductions up to 
15% on low horsepower, low speed 
compact cars make the driver less 
collision susceptible. Actual loss fig- 
ures on high horsepower, high speed 
cars, especially sports models, show 
them to be more collision susceptible. 
This would indicate separating the dri- 
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ver from the car for the purpose of in- 
suring is not a forward step. 

At the present time the insurance 
business collects $2.3 billion for BI 
and $1 billion for PDL a total cf $3.2 
billion derived from insuring about 40 
million cars. Insuring drivers would 
mean this amount would have to be 
redistributed and collected from about 
65 million individuals. This task seems 
insurmountable when you try to eval- 
uate the varying risks of low and high 
mileage drivers and when you combine 
it with various number of car owner- 
ships. Insuring a driver owning and 
driving one car as compared to four 
drivers in a family that drive only one 
car poses a problem. In many family 
cases the individual mileage or hours 
of driving exposure can vary so great- 
ly that equitable rating is impossible. 

Insuring drivers would require writ- 
ing about 65 million policies in addi- 
tion to about 40 million for PHD on the 
cars. The selling, billing, handling, 
mailing, filing and al) the other routine 
procedures on 105 million transactions 
would add materially to the present 
cost of automobile insurance. This 
should be avoided at all costs. 


Finally it would be necessary to 
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NORTH CAROLINA MOUNT AIRY*** CHARLESTON* 
OFFICES NEW BERN COLUMBIA 
ASHEVILLE OXFORD*** FLORENCE 
BURLINGTON ROANOKE RAPIDS*** GREENWOOD 
CHARLOTTE** ROCKINGHAM** HARTSVILLE 
DURHAM ROCKY MOUNT* ORANGEBURG 
ELIZABETH CITY*** SANFORD MYRTLE BEACH 
FAYETTEVILLE SOUTHERN PINES SUMTER 
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GREENSBORO WHITEVILLE VIRGINIA OFFICES 
GREENVILLE WILMINGTON DANVILLE 
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LEXINGTON OFFICES PETERSBURG 
LUMBERTON AIKEN MARTINSVILLE 
MOREHEAD CITY BEAUFORT* 

*New Office . not yet listed in Directory 

**Border . . . serving both North Carolina and South Carolina 


. serving both North Carolina and Southern Virginia 


JAMES C. GREENE COMPANY 


A CORPORATION 
INSURANCE ADJUSTERS 


Head Office 323 West Morgan Street Raleigh, N. C. TE 2-6614 
James C. Greene, Pres. & Gen. Mgr. 


Facta Non Verba 
(‘In Fact, Not in Word’... As they say, “THE REAL McCOY”.) 


Stateswide Claims 
Service Coverage 


. . . » But not over wide regions! That’s too much for us . . . to do the job right. Just the 
two Carolinas and Southern Virginia 


.... For these particular areas, however, here are some Central-Clearance, ‘Round the 
Clock, ‘Round the Year places that you can bank on: 


NORTH CAROLINA through 27 offices Raleigh, 323 West Morgan Street TE 2-6614 
SOUTH CAROLINA through 13 offices Columbia, 537 Harden Street PO 5-244] 
SO. VIRGINIA through 9 offices Norfolk, Board of Trade Bldg. MA 5-4589 









“NOT WIDELY - - BUT WELL” 


Gordon L. Hooks, Vice Pres. & Ass’t. Gen. Mgr. 
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educate the public so that such a plan 
would have acceptance. The radical 
departure of insuring drivers could 
only be done at great expense with 
100% industry backing and this does 
not appear possible. 

In the final analysis the thoughts 
presented in insuring drivers have a 
single goal which is to make the 
driver more responsible by a definite 
and varying premium he must pay for 
insurance. This same end result can 
be obtained by rating drivers. This 
was outlined in “A Safe Driving Plan 
for America,” written for this paper 
last year. The method of rating can be 
modified in this manner. 

At present we have about 25 differ- 
ent point systems in use in some 38 
states that create some benefits in 
accident reduction. The insurance 
business has about 20 different merit 
rating plans in use that also create 
benefits. The two efforts have to be 
combined in one master plan for 
driver improvement and at the same 
time create a driver rating as a base 
for merit and demerit insurance rating. 

Such a plan is being seriously con- 
sidered by a group of companies in 
one state. As this program develops 
and details are settled it is the hope 
of the author to publish the findings 
for a national evaluation. 

Copies of the Safe Driving Plan for 
America booklets are available at 40 
cents each or 5 for $1 from William P. 
Henderson Inc., 1491 Woodward Ave- 
nue, Berkley, Mich. 


Mutual Company-Agents’ 


Subcommittees To Meet 


Four mutual company-agent sub- 
committees are meeting in Washington 
during the week of Jan. 18. National 
Assn. of Mutual Insurance Agents 
and the Advisory Conference of Mu- 
tual Agency Companies are co-spon- 
sors of the committees. 

Robb B. Kelley, Employers Mutual 
Casualty of Des Moines, and Henry D. 
Bean, Haddonfield, N, J., immediate 
past president of NAMIA, will be co- 
chairmen of the meeting Jan. 18-19 
of the subcommittee on youthful driv- 
ers. 

T. L. Osborn, American Manufactur- 
ers Mutual, is chairman of the commit- 
tee on public relations. Earl F. Heffley, 
Kemper group, is vice-chairman and 
wili conduct the meeting on Jan. 19. 

The advertising and selling sub-com- 
mittee will meet Jan. 20, with James 
D. Lubs, American Mutual Fire of 
Charleston, S. C., as chairman. 

The subcommittee on more efficient 
office procedures, with William L. 
Hitchcock Jr., Norfolk & Dedham Mu- 
tual, as chairman will meet Jan. 21. 


Will Reinspect Boston Area 

Arthur Conley, general counsel In- 
surance Federation of Massachusetts, 
told a state legislative committee in 
Boston that is investigating the dif- 
ficulties property owners are having 
with insuring in certain bad risk areas 
of the Boston metropolitan area that 
the fire insurance business would sur- 
vey and inspect such areas again. E. F. 
Connelly, representative of American 
Mutual Insurance Alliance, concurred 
in those views. Mr. Conley opposed an 
assigned risk pool for such fire risks, 
which has been suggested. . 


Auto manufacturers could not en- 
age in insurance under terms of a bill 
introduced by Rep, Multer in Congress. 
Similar bills have been before Congress 
for some time. In the last session, the 
Senate anti-trust and monopoly sub- 
committee, which had the matter be- 
fore it, postponed further consideration 
of it until Feb. 15. 
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NAIA Starts New PR 
Local Board Service 


National Assn. of Insurance Agents 
is publishing a monthly public rela- 
tions letter for local and state asso- 
ciation officers. The new service, “In- 
dependent Agents in Action,” will 
contain ideas and suggestions in cap- 
sule form to stimulate and aid local 
boards in their public relations ef- 
forts, is supervising the new venture. 

Trends in the business will be noted, 
advertising and merchandising ideas 
will be covered, and profiles of out- 
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standing local boards will be present- 
ed. The new bulletin will also pro- 
vide a forum for agents and associa- 
tions with particular problems. Be- 
ginning this month, the bulletin will 
be sent to a mailing list of approxi- 
mately 2,500, including the officers of 
the 50 state associations, and the of- 
ficers of more than 1,200 affiliated 
local boards. 


John T. Steen, local agent at San 
Antonio, has been elected to the board 
of San Antonio Union Junior College. 
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Skutt To Keynote HIA 


Group Insurance Forum 

V. J Skutt, president of Health In- 
surance Assn., will be the keynote 
speaker at HIA’s annual group insur- 
ance forum, Feb. 8-10, at the Drake 
Hotel, Chicago. Mr. Skutt is  presi- 
dent of Mutual of Omaha. 





Milton J. Goldberg, director of re- 
search, of Equitable Society, will be 
the speaker at the forum’s annual 
luncheon, Feb. 9. Title of Mr. Gold- | 
berg’s speech is “Needles from the | 
vory Tower.” 
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II! Clarifies | 
Regional PR Status 


Following a board meeting, Insur- 
ance Information Institute has _ in- 
formed regional public relations of- 
fices of matters discussed. 

The relationship of III with region- 
al and local public relations facilities 
was reviewed, and the importance of 
the latter groups was reaffirmed. It 
was decided that regional offices 
should be continued under the aegis of 


HteNATIONAL UNDERWRITER 


III, consolidating those presently. es- 
tablished for fire and casualty inter- 
ests, particularly in New York, At- 
lanta, Chicago and San _ Francisco. 
These offices will be in charge of III 
efforts in those states traditionally 
under their jurisdiction. Other offices 
will also be continued at this time. 

Regional committees of III will be 
established, comprised of company ex- 
ecutives located in various areas, or 
executives who supervise such areas 
from their home offices. These com- 
mittees will act as advisors in mat- 
ters concerning specific territories 


And here are the 
three main reasons why... 





-_ 
tee) 
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TOP-FLIGHT PERSONNEL -— in each American Branch Office you 

will find trained fieldmen and underwriters ready to give you the competent 
advice and help that will mean more business for you. Each Branch 

, is a miniature “Head Office” in itself, offering speedy claim settlements, 
prompt policy-writing, expert engineering and premium audit service. 


where regional underwriting organ- 
izations have been located. 

III will give full support to the 
public relations work of field clubs 
nationwide. The plan is to consolidate 
fire and casualty field clubs to the 
greatest degree possible. III also ad- 
vocates that field clubs and fire pre- 
vention associations combine their ef- 
forts on town inspection and fire pre- 


vention public relations activities. 
Likewise, speakers clubs and _toast- 
masters clubs should affiliate and 


operate as adjuncts of consolidated 
field eluhs. 





SELLING ADVANTAGES *— in many states The American is able 








NEWARK 1, NEW JERSEY 


The American Insurance Company 


American Automobile Insurance Company 


BONDS + BURGLARY « GLASS « FIRE * ALLIED LINES » MULTIPLE PERIL » GENERAL 
INLAND & OCEAN MARINE 


LIABILITY > 


ACCIDENT & HEALTH «+ 
WORKMEN'S COMPENSATION * AUTOMOBILE 


Associated Indemnity Corporation 


to provide lines that incorporate distinct rating and coverage advantages. 
_ These features make your selling easier and will mean more business for you! 


~e MULTIPLE-LINE FACILITIES—American Producers with problems 
involving such lines as business interruption, marine risks, bonding or 
burglary (to name a few) call one phone number—their American Branch— 
| for all the answers! Ample fire capacity, plus complete across-the-board 

a underwriting facilities are features that will mean more business for you. 
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Bureau Asks Higher 
Tenn. Auto Rates 


National Bureau has filed with the 
Tennessee department a request for 
substantially higher automobile liabili- 
ty rates. National Automobile Under- 
writers Assn. at the same time filed 
for an average 5% increase. The Bu- 
reau also asked an increase in pre- 
miums for limits above basic. 

Commissioner John R. Long has 
called a public hearing for Jan. 20 
ym the filings. Mayor West of Nash- 
ville has asked the city attorney to 
investigate the rate proposals with the 
dea of forcing insurers to justify them. 
The mayor indicated that he has done 
this with auto rate changes four times 

Largest increases are asked by the 
Bureau in Memphis and Nashville. 
In the latter territory the proposed 
increases and total premium for basic 
limits are $16 to $63 for 1A, $17 to 
$69 for 1B, $22 to $91 for 1C, $31 to 
$120 for 2A, $49 to $195 for 2C and 
$24 to $95 for Class 3. For the same 
territory the Bureau also wants in- 
creases for excess limits, from $53 to 
$75 for 10/20, from $57.80 to $84.60 
for 25/50, from $60.50 to $89.80 for 
57/100, and from $63.20 to $95 for 
100/300. 

Last November the Bureau asked 
for increases of 23.7% for private pas- 
senger cars, 22.4% for commercial and 
25% for garage risks. Commissioner 
Leon Gilbert, Mr. Long’s predecessor, 
allowed icreases of 12.1%, 13.2% and 
25%, respectively. 


N. Y. Lawyers Arrange 
Group Liability Cover 


New York City Bar Assn. has made 
arrangements with Lumbermens Mu- 
tual Casualty for group lawyer’s pro- 
fessional liability coverage. The move 
followed a two year investigation of 
the availability of such protection by 
the association’s committee on insur- 
ance law. 

Under the arrangement, a_ policy 
cannot be cancelled—except for non- 
payment—nor can renewal be refused 
unless a special committee of the as- 
sociation approves of the comvany’s 
request for change or termination, or 
unless all the policies written under 
the plan are terminated. 

A special association committee will 
also decide all questions of policy in- 
terpretation and coverage, and its de- 
cision will be final and binding on 
insured and insurer, as if it were an 
award in arbitration under the state 
civil practice act. 





Need Insured’s Consent 


The arrangement also provides that 
no claim settlement can be made with- 
out insured’s consent. There is no 
penalty for failure to consent. The 
policy applies to claims made within 
the policy period or within 20 years 
thereafter, if the act or ommission oc- 
curs within the policy period. The poli- 
cy provides excess coverage for claims 
made during the life of the policy, 
if the claims arise from acts, errors 
or ommissions occurring prior to the 
effective date, and if neither insured 
nor any of his associates had prior 
knowledge thereof. 

If insured has professional liability 
protection at present, the group policy 
can be excess until current coverage 
expires. All members of the association 
are eligible to apply for the contract, 
subject to the underwriting rules of 
Lumbermens Mutual Casualty. 
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WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blw. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER 
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4, lilinois. 


Golden Opportunity 
Experienced Health Claims Manager 


Established hospitalization carrier has immediate opening for claims executive. 
This is a challenging opportunity open through the addition of new package cover- 
ages. Responsibilities include organization and management of complete claims 
function. Position requires man with heavy managerial experience in medical expense 
field. Knowledge of medical terminology is essential. Compensation commensurate 
with ability and background. Write fully personal background and business experi- 
ence. Box L-52, c/o The National Underwriter Co., 175 W. Jackson Blvd., Chicago 








INDIANA STATE AGENT 


Midwestern Mutual Agency Company (mul- 
tiple line) wants to employ in the near 
future a State Agent for the State of 
Indiana. Experienced in fire—package— 
inland marine—auto—liability, desirable 
but not mandatory. If you are looking for 
opportunity and a challenge, without limit, 
write to us today. Box L-53, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








FIRE UNDERWRITER 

A leading Texas multiple-line company 
needs an additional senior underwriter for 
Home Office Fire Department. Minimum 
five years experience required, age to 40. 
Beginning salary based upon qualifications 
and experience. Excellent opportunity for 
improvement and advancement. All in- 
quiries treated confidentially. Send resume 
of experience to W. T. Wisener, Trinity 
Universal Insurance Company, Box 5028, 
Dallas, Texas. 











| Field Representative 


Large stock agency group has an opening 

in the Milwaukee territory for a man with 
| multiple line experience. This position offers 
| an opportunity to develop a service office. 
| Salary open. Please give details in reply to 
| Box L-58, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


ee 
FIRE PRODUCTION MANAGER 


A large stock agency company has a 
newly created position in its midwest office 
in Chicago for a man with heavy produc- 
tion background, between ages 35-50. This 
will require a man with ability to work with 
agents in several midwest states. Full multi- 
ple line facilities are offered by this com- 
pany on a nationwide basis. Send outline 
of experience in reply to Box L-57, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








CASUALTY CLAIM SUPERVISOR 


Large Midwest Multiple Line Company has 
excellent opportunity for man with 7-10 years 
field adjusting and Home Office or Branch Office 
experience in Bodily Injury Claim Examining. 
Some legal knowledge required. Age to 40. 
College grad prefered. Excellent Company bene- 
fits. All replies confidential. Submit complete 
resume to Box L-82, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








WANTED— 
CASUALTY UNDERWRITER 


Two or more years WC, PL and/or auto expe- 
rience required. Desire young man capable of 
growing with the job in expanding branch office 
of large mutual agency company. Convenient 
Chicago Loop location. Salary commensurate 
with experience and ability. Reply Box L-72, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











FIELDMEN WANTED (2) 


For Florida and Middle and West Tennessee. 
Progressive, Old, Multiple Line Stock Company 
with excellent reputation. Applicants for these 
outstanding positions must be experienced and 
have wide following among agents. Top salary 
and future prospects. Write in confidence, giving 
age, complete background resume to Box NY-22, 
c/o The National Underwriter Co., Adv. Dept., 
17 John St., New York 17, New York. 





WANTED: 
CASUALTY CLAIMS SUPERVISOR 


Leading Multiple Line Insurance Company needs 
qualified man to supervise Casualty Claims in 
Home Office. Must have some background as 
Branch Manager or Supervisor. Excellent oppor- 
tunity. New England location. Write Box L-74, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, IIl., giving complete infor- 
mation about your education, experience, and 
salary desired. Your reply will be treated in 
confidence. 











GENERAL ADJUSTER 
AND SUPERVISOR 


Medium sized Multiple Line Company in Mid- 
west has excellent opportunity for a man with 5 
years experience field adjusting Bodily Injury, 
Property Damage and Auto Physical Damage. 
Some Fire helpful. Age to 40. College grad 
desirable but not required. All replies held con- 
fidential. Send full resume to Box L-85, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 


BOUGHT AND SOLD 


Insurance Company and Agency purchases ne- 
gotiated. All replies kept in confidence. 


UNIVERSAL CONSULTANTS 
4211 Chestnut Street 
Philadelphia 4, Pennsyivania 





Allstate Purchases 
Mexican Insurer 


Allstate, through its Swiss subsid- 
iary, Allstate International, has pur- 
chased a Mexican insurer, La Cali- 
forniana Compania de Seguros S. A. of 
Mexico City. The Mexican company 
handles all lines except life and A&S 
and is in the reinsurance market. 

President Judson B. Branch will be 
chairman of La Californiana and Hen- 
ry S. Moser, Allstate senior vice-pres- 
dent, will be vice-chairman. The 
president will be Jess Dalton of Mex- 
ico City. 

The company will operate under its 
present name and management. Sal- 
vador G. Arreola will remain as gen- 
eral manager. 


Insurance Leow. Section Of 
New York State Bar Assn. 


To Hear Devereux Josephs 

Devereux C. Josephs, former chair- 
man of New York Life, will be the 
speaker at the executive committee 
there of the New York State Bar 
Assn.’s insurance law section, Jan. 27, 
at the Manhattan club, New York City. 

Mr. Joseph’s address will be the first 
one of the section which is being held 
in conjunction with the association’s 
annual meeting. The section will con- 
tiue its proceedings on Jan. 28 with 
a one-day program on insurance sub- 
jects at the Hotel Biltmore. 


Marsh & McLennan Names 5 V-Ps 

Edward J. Boland, John T. Dwyer, 
Leonard L. Hilgart, George J. Mauloff 
Jr. and Gregory L. Quinn have been 
appointed vice-presidents at the Chi- 
cago office by Marsh & McLennan, 
Inc. 





WANTED 
EXPERIENCED ADJUSTER 


Man approximately 40 with at least ten years 
field experience adjusting fire and allied lines 
losses, including B. |. Considerable travel as 
duties will include field supervision. Outline bio- 
graphical background and adjusting experience. 
State expected starting salary. Unusual oppor- 
tunity. Replies will be held in strict confidence. 
Address Box L-75, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








INSURANCE 
ACTUARY 
FIRE & CASUALTY 


Large Fire and Casualty company desires jndi- 
vidual with Actuarial experience for administra- 
tive position. Must have 5 to |5 years of general 
business experience and have at least 3 years of 
direct Actuarial assignments; currently a mem- 
ber of, or completing requirements for, member- 
ship in Casualty Actuarial Society. Salary open. 
Send complete resume and salary expected to 
Box L-78, c/o The National Underwriter Co. 
Replies confidential. 
Our staff advised. 








ADJUSTERS 


Mutual Company seeking experienced Fire Cas- 
ualty Adjusters, Western Michigan and Detroit 
areas; Casualty Adjuster, Florida. Assignments 
include supervisory positions. Submit experience 
resume, salary expected to Box L-77, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 
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McClelland To N. Y. 


Office Of Oil Assn. 


R. B. McClelland, Tulsa manager of 
Oil Insurance Assn., has been trans- 
New 
York in charge of 
that office. Harold 


ferred to 


Januar 
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Western Special Risk Rodne 
Group Elects Blaser gi 
Western Conference of Special Risk | To pr 
Underwriters at its annual meeting in | demna 
Chicago elected Howard J. Blaser, | the ap 
Hartford Fire, chairman to succeed | sall a: 
Eugene F. Gallagher, Standard Acci- | poratic 
dent. The new vice-chairman is Otto } be pet 


Vesch, Fireman’s Fund. Kenneth S. 


Ogilvie was reelected secretary. 


Stratton To Wilson & Co. 


Fowler H. Stratton has joined Wil- 
son & Co. of Philadelphia, a division | 
of Alexander & Alexander, New York. 

He has been manager at Philadelphia | 
of Massachusetts Bonding for 10 years. 
He began in the business with Amer- 
ican Surety in 1933 and subsequently | 
was with Atlantic Mutual in New York 
and as casualty manager in Philadel- 


phia. 
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SPECIAL AGENT 

Due to expanding business in area, progressive 
Mid-Western Multiple Line Stock company has 
opening for a Special Agent in North and Cen- 
tral Texas. Prefer man now employed with wide 
acquaintance among agents of the area. Fire 
and Inland Marine experience desired. Salary 
commensurate with ability. Reply Box L-64, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 
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FIRE UNDERWRITER 
Excellent opportunity for an experienced top- 
flight Underwriter in Home Office of a growing 
and successful Multiple Line company. Write 
immediately complete details in confidence. 

L. D. Hirschberg 
OHIO CASUALTY INSURANCE CO. 
Hamilton, Ohio 








Wanted: a mutual or stock multiple line insur- 
ance company licensed to do business in the 
tate of Indiana or Ohio. Would consider a 
company licensed in automobile and casualty 
only. We desire state-wide general agency con- 
tract and would write in the neighborhood of a 
million dollars the first year in operation. Reply 
Box L-83, c/o The National Underwriter Co., 175 
W. Jackson Bivd., Chicago 4, Ill. 











Special Agent or man with local agency expe- 
rience desiring to enter good long established 
local agency in small town in Colorado moun- 
tain area write Box L-63, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 
4, lll., giving qualifications, experience, age and 
other personal particulars. 


CASUALTY MANAGER AVAILABLE 
14 Years experience including 5 years multiple 
line production work. Branch office casualty 
supervisor of casualty underwriting for large 
multiple line company. Age 40. Will send resume 
on request. Prefer Los Angeles or Cleveland 
area. Reply Box L-79, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


AVAILABLE 

Assistant insurance manager for corporate in- 
surance department of large retail organization. 
3 years agency experience and I'/, years com- 
pany experience. Age 33. Desires corporate 
insurance position or large lines agency con- 
nection. Will relocate. Write Box L-84, c/o The 
National Under writer Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











Special Agent 

Due to expanding business in area, progressive 
Mid-Western Multiple Line Stock company has 
opening for a Special Agent in West Texas in 
the Panhandle. Prefer man now employed with 
wide acquaintance among agents of the area. 
Fire and Inland Marine experience desired. Sal- 
ary commensurate with ability. Write Box L-66, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 





_ 








AVAILABLE 

SALES EXECUTIVE with over 20 years of success- 
ful promotional experience seeks a position with 
a company interested in increasing its premium 
volume through the media of direct mail adver- 
tising. Excellent references, evidence of creative 
ability and complete employment resume fur- 
nished upon replying to: Box L-7l, c/o The 
National Co. 





Casualty Company has outstanding opportunity 
for assistant manager in New York. Strong cas- 
ualty underwriting and administrative back- 
ground necessary. Attractive salary. Our staff 
is aware of this ad. Replies held in confidence. 
Write Box NY-26, c/o The National Underwriter 
Co., Adv. Dept., 17 John St., New York 38, N. Y. 








SURPLUS LINES PRODUCER 


Desires position with Lloyds office or General 
Agency having top market facilities. Well exper- 
ienced in all phases of production and under- 
writing of excess and surplus lines. No objection 
to extensive travel. Will relocate. Reply Box L-86, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 
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CASES INVOLVE INSURERS’ DUTY TO DEFEND 





Pennsylvania supreme court has up- 
held the Philadelphia county court of 
common pleas in finding for a lawyer 
charged with conspiracy and collusion. 
The case, involving an insurer’s duty 
to defend under a lawyer’s protective 
policy, is reported in 10 CCH(Fire & 
Casualty) 59. 

T. Sidney Cadwallader and his part- 
ner, David A. Clarke, were insured 
under the policy by New Amsterdam 
Casualty. The policy specifically pro- 
vided that it would not apply in cases 
of intentional misconduct. 

Four real estate corporations owned 
some 80 acres of land in Bucks county 
on which a sand and gravel plant had 
been erected..A portion of the land 
was condemned by order of the state 
highway department. At that time, 
| Harry D. Mencher, a New York law- 

yer, represented the four corporations. 

His Pennsylvania correspondent was 
/Rodney T. Bonsall of Philadelphia. 

Cadwallader represented two persons 

who were mortgagees of the property. 

To protect their interests in the con- 
' demnation award, he requested that 





, the appearances of Mencher and Bon- 


sall as attorneys for the owner cor- 
| porations be withdrawn, and that he 
be permitted to act for all interested 


. | parties in the proceedings. 


Agreement Made 


Mencher and Bonsall, having al- 

ready completed some work in the 
matter, indicated in writing their will- 
ingness to withdraw if Cadwallader 
would see to it that professional fees 
| claimed by them, particularly from 
two of the real estate corporations, 
'would be retained by him and not 
| forwarded to his clients, unless speci- 
fically released by them. Cadwallader 
| agreed in writing to withhold $34,386— 
$30,000 for Mencher and the balance 
for Bonsall—from the condemnation 
funds. 

Some time later, Mencher brought 
suit in the eastern district court of 
Pennsylvania. He charged that the 
condemnation proceedings resulted in 
an award of $200,000 paid over to 
Cadwallader, and that the latter, in 
| violation of his agreement, paid out to 








INSURANCE 
OPPORTUNITIES 
NATIONAL COVERAGE 


© We offer nationwide coverage for the 
Insurance Man who is seeking the 
best in opportunity. 


| We give our applicants prompt, con- 
fidential service. Every candidate for 
a new position is given INDIVIDUAL 
attention. 


© We tailor our activity to individual 
requirements. Our client companies 
rely on us for discriminating selec- 

tion and screening. 

CALL WIRE WRITE 


In Complete Confidence to: 
H. J. Roberts 


Insurance Executive Consultant 


CADILLAC ASSOCIATES, INC. 
29 E. Madison ~sewony | Financial 6-9400 
Chicago 2, Illinois 


“Where More Executives 
Find Their Positions Than 
Anywhere in the World.” 
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Unravel Snarl Of Lawyers’ Fees; Care, 
Custody, Control Clause In Second Suit 


his various clients the full sum, ex- 
clusive of his own fee, and did not 
retain the funds with which to pay 
Mencher. He charged that there were 
collusive arrangements between Cad- 
wallader and his clients. 

Cadwallader called upon the insurer 
to defend. The insurer sent an inter- 
viewer to see him, and he furnished a 
detailed statement showing that the 
money was mistakenly and negligently 
sent to the clients in violation of the 
agreement. The insurer refused to de- 
fend. Cadwallader retained counsel to 
represent him in federal court action 
which resulted in expenditures of 
$5,050 to settle with Mencher and to 
pay counsel and bond fees. Cadwal- 
lader then brought suit against the 
insurer. 


Negligent Act 


At the trial, he testified that the 
funds from the condemnation proceed- 
ings had been paid out by his associ- 
ate, Clarke, who had not read the file 
and was unaware of the agreement 
with Mencher to withhold the latter’s 
fee. Cadwallader said that this infor- 
mation had been given to the insurer 
prior to its refusal to defend. Clarke 
corroborated this testimony. The in- 
surer offered no evidence, and the 
trial judge therefore directed a verdict 
in favor of Cadwallader. 

On appeal, the high court noted in 
part that the Mencher complaint clear- 
ly charged two separate causes of ac- 
tion—one for simple breach of under- 
taking and the other for conspiracy. If 
the one for breaching the agreement 
was due to negligent act or omission— 
which apparently it was—the insurer 
had the clear duty to defend the claim, 
and this duty continued until “it would 
confine the claim to a recovery that 
the policy did not cover.” The trail 
court’s finding was affirmed. 

Ralph S. Croskey and Norman R. 
Bradley, Philadelphia, appeared for the 
insurer. Robert K. Greenfield, of Folz, 
Bard, Kamsler, Goodis & Greenfield, 
and Frederick Blumberg, both of Phil- 
adelphia, appeared for Cadwallader. 


CARE, CUSTODY, CONTROL 


An insurer’s refusal to defend was 
also involved in a case in which 
California fourth district court of ap- 
peal upheld Imperial county superior 
court’s judgment for insured under a 
liability policy. The case is reported in 
10 CCH(Fire & Casualty) 67. 

In 1952, Imperial Feeds Corp. pur- 
chased beet pulp, which had been 
damaged by fire, in order to process it 
for cattle feed. Imperial made an 
agreement with Kershaw & Sons to 
pay the latter $2 per ton for handling 
and processing the entire job. It was 
agreed that Kershaw was to supervise 
all operations, that all labor and ma- 
terials and other costs connected with 
the job were to be paid by Imperial. 

It was further agreed that the mate- 
rial would be moved to an airstrip in 
Holtville which Imperial had leased 
for drying, spreading and processing 
the pulp. Supervision of processing by 
Kershaw was to end when the pulp 
had been sacked and left to be picked 
up by Imperial. 

In January, 1953, a fire occurred on 
the strip, destroying all the pulp, 
sacked and unsacked. There were 
about 2,000 tons of sacked material 

valued at $40 a ton, and between 200 








and 600 tons, valued at $20 a ton, un- 
processed and unsacked. The fire 
started in the pulp that was spread 
out on the airstrip and unprocessed. 
Apparently the fire was caused by a 
spark from welding equipment being 
used by W. E. Maring to repair a 
machine. 

The workmen employed to process 
the material were hired by Imperial 
with the understanding that they were 
that company’s employes. An Imper- 
ial foreman had dispatched Maring to 
the strip to do the repair work. Ker- 
shaw made out all checks to workmen 
every Saturday, and was reimbursed 
immediately by Imperial. No workmen 

ere on the Kershaw payroll. 


Action Brought 


In January, 1955, Imperial brought 
action against Kershaw and others to 
recover damages for the destruction of 
2,678 tons of pulp, alleging that the 
negligence of the defendants caused a 
loss of $120,510. Maryland Casualty— 
Kershaw’s insurer—admitted that the 
latter gave prompt notice of the civil 
action, tendered the summons to the 
insurer, and notified it that defense of 
the action and payment of all costs, 
expenses and any judgment was ex- 
pected. The insurer refused to defend. 

In January, 1956, an amended action 
was filed against Kershaw by Imperial. 
Apparently, this later complaint was 
never served on the insurer. Kershaw 
notified the insurer that the action 
could probably be settled for between 
$10,000 and $15,000 and indicated that 
it would be prudent to go as high as 
the latter sum. 

The insurer refused to make any 
settlement and advised insured that 
they were free to take any action they 
desired, since there was no coverage 
under the policy. Kershaw then settled 
with Imperial for $10,000 incurring 
additional costs of $1,417 in attorneys’ 
fees and other charges. Kershaw then 
brought suit against the insurer to 
recover. 

The county court found for Kershaw. 
On the insurer’s appeal, the court of 
appeals held in part that the insurer 
could not avoid liability under the 
care, custody or control exclusion 
clause because the evidence supported 
the inference drawn by the jury that 
the greatest portion of the destroyed 
pulp was no longer Kershaw’s re- 
sponsibility, once it had been sacked 
and set aside. The court also said that 
the insurer was in no position to take 
advantage of the policy provision re- 
quiring written notice of the accident, 
since it made no complaint of the 
notice given to its agent by John R. 
Kershaw, who was on the strip after 
the fire, and thereafter denied liability 
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Sees Need Of Profit 
Sharing By Agent To 
Offset Rising Costs 


An agent writes concerning the edi- 
torial on profit sharing plans for 
agencies in the Jan. 1 issue: 

We have a contingent plan with 
three companies in our office. I won’t 
go into the details because you know 
about them: if we have a good year, 
we get a bonus. If we have a bad 
year, we don't, etc. 

Here is our problem. Our largest 
casualty company has promised us a 
contingent for several years. Due to 
this and since we like the company, 
its volume has grown each year. But 
we have now come to the conclusion 
that the company is just leading us on 
and hasn’t any intention of ever giv- 
ing us a contingent. 

In spite of the good reputation of the 
company and the fine friendships we 
have with its employes, in 1960 we are 
starting to transfer business from it to 
a company that gives us a contingent. 

We have another fire company in 
which we place about $25,000 per year 
in fire business. Our loss record with 
it is excellent, usually 20% or less. 
That company will not give us a con- 
tingent. However, we know it does 
give contingents to other agents it has. 
Why it won’t give us one, I don’t know. 
Thus, in 1960, we are going to cut the 
volume with this company down as 
rapidly as we can. 

Good company reputations are fine, 
friendships with their representatives 
are also fine. But our costs are rising, 
our commissions are going down. Thus, 
we feel we must look out for our own 
interests and place our business with 
a company that will give us a contin- 
gent plan. 


Galbraith & Flower Changes Name 

Galbraith & Flower agency, estab- 
lished at Wichita in 1954, has become 
Don Flower Associates, with Mr. 
Flower president and sole owner. The 
agency has a second office at Fort 
Lauderdale. Other officers are W. Rob- 
ert Hills Jr., vice-president and gen- 
eral manager; Richard D. McKenzie, 
vice-president, and Alvin C. Burton, 
secretary-treasurer. In charge of the 
Florida office are Charles E. .Moore- 
field, vice-president and secretary, and 
Gloria L. Myers, assistant secretary 
and office manager. 





for the reason that there was no cover- 
age. The judgment was therefore af- 
firmed. 

Dickenson, Sattinger & McKee ap- 
peared for the insurer, and Horton, 
Knox & Carter for Kershaw. 
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Calls Federal Supervision Less Imminent 


(CONTINUED FROM PAGE 16) 


intended to apply, not precisely stated 
in them, has been the subject of still 
continuing legislation. 

The anti-trust laws were designed 
to regulate general practices common 
to all businesses, as distinguished 
from insurance procedures. In any 
event, their effect has been consider- 
able, but they have presented more 
problems for other lines of insurance 
than for life insurance, with the ex- 
ception of the Federal Trade Commis- 
sion act, especially up to the time of 
the American Hospital and National 
Casualty decisions last year. 

There is no clear indication that 
complete federal supervision of the 
life insurance business is at hand, al- 
though the mandate in public law 15 
represents a constant threat which 
must never be taken lightly. Except in 
certain peripheral areas the tendency 
on the part of Congress has been to 
leave the direct regulation of essen- 
tially insurance operations to the 
states. 


Purity Has Been Viokted 


Although there are numerous in- 
roads upon the absolutely pure con- 
cept of state supervision of the busi- 
ness, these have followed a different 
course than the attempts to impose 
federal regulation during the period 
up to the time of the Armstrong in- 
vestigation. Most of these proposals 
were aimed at regulation by the fed- 
eral government to the exclusion of 
the states with the establishment of 
an administrative division charged 
solely with that purpose. 

Those in imsurance who favored 
such an approach at that time could 
not have conceived the total effect 
which federal regulation has come to 
have on various members of the busi- 
ness community in the past 25 years. 
The indirect regulation which the in- 
surance business receives from the 
federal government, in the ways dis- 
cussed in this paper, is far greater 
than that envisioned by the champions 
of federal supervision in the early 
days. 


Not So Close Now 


Nevertheless, partly because so many 
federal statutes have become applica- 
ble to insurance, the direct supervi- 
sion of insurance by the federal gov- 
ernment is probably not as close now 
as it has been on a number of occa- 
sions in the past. This is also due to 
the improvement in the quality of 
state supervision. 

Notwithstanding the apparent lack 
of a serious threat of comprehensive 
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NAII Statistical Service | ina r 
Is Extended Nationwide | ,°5' 
Independent Statistical Service, a} in the 
department of National Assn. of In-| This 1 
dependent Insurers, has extended its} tages: 
service nationwide. It has been ap-| moral 


Columbia and Puerto Rico, which re- 
quire reporting of automobile, general 
liability, burglary, glass, fire and 
homeowners statistics, and in most 
states for fidelity and surety, inland 
marine, and crop hail. 

Some 350 companies are expected 
to file statistics through the itl ace} 


proved in all states, the District of | candic 


ment, according to James F. Gill, ac- 
tuary of NAII. 


Stroupe Joins HII 

Ray M. Stroupe Jr. has joined the 
staff of Health Insurance Institute. | 
He was formerly Washington news 
editor of Chilton Publications. 


Named Iowa State Agent | 

Phoenix of Hartford has appointed | 
Keith R. Mensing Iowa state agent. : 
He was formerly Iowa special agent 
of New Hampshire Fire group. 


Dehne Joins Standard Accident 

C. W. Dehne has joined the field 
staff of Standard Accident at Cin- 
cinnati. Formerly a special agent with 
Fireman’s Fund, Mr. Dehne has 
been with the A. W. Shell & Co.! 
agency at Cincinnati for the past year. 
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Pacific Indemnity Feb. 1 will move| 
its central department at Cincinnati) | 
to larger quarters in the Tri-State 
Building. Richard S. Button manages 
the office which serves Kentucky and 
Ohio. 
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Some Field Supervision Problems And Ideas For Solving Them 
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pany operation and product, and it is 
generally more economical to bring 
along a present employe than to bid 
in the open market for what is often 
a largely unknown quantity. 

However, it is generally accepted 
that adequate performance in one 
phase of the company’s internal opera- 
tion by an individual is no guarantee 
that he will prove to be a successful 
outside representative. First of all, a 
candidate must understand and wish 
to accept the responsibility of the job. 
Second, he must have the maturity 
and personality demanded by the na- 
ture of the work. (Personality and in- 
telligence testing will prove helpful 
here.) Third, assuming his background 
on the inside has been limited to some 
degree, adequate cross-training in all 
phases of field work should be under- 
taken. This training should not be lim- 
ited to underwriting, but should in- 
clude thorough indoctrination in com- 
pany operation—accounting, claims, 
and production. Actual time spent in 
the field with a successful, mature 
field man is essential in the training 
process. 

Hiring field men away from other 
companies is still a common, and for 
some companies, a necessary practice. 
Intensive in-training on company 
methods and procedures is as impor- 
tant in this situation as with the pro- 
motion of an inside man to the field. 
Often radical differences between two 
companies’ operations may result in 
a complete fiasco when a field man 
makes the switch. 

Two points should be carefully con- 
sidered in this type of recruiting: (1) 
The work history of the applicant with 
regard to employment stability, since 
development of the field hinges upon 
getting the right man for more than 
a short run period; and (2) potential 
growth of this field, since the field 
man may be running a _ substantial 
service office in a few years even if 
initially he will operate out of his hat. 


Training Schools 


More and more companies have 
adopted the practice of setting up 
training schools for future field per- 
sonnel. Undoubtedly, this is the most 
efficient method of staffing a field 
force. By the same token, it can be a 
useless extravagance if incorrectly 
handled. Often such programs become 
training schools for competitors, an 
extreme example of good management 
in reverse. Thought must be given to 
future field needs, so that trainees 
are not at any time superfluous to op- 
erations. Training must be realistic, 
for a top caliber man is quickly aware 
of training inadequacies and mis-in- 
formation once he is in the field. Of 
great importance is the maintenance 
of an adequate pay scale and provision 
of opportunity for advancement. Oth- 
erwise, all of the training and the 
plans may go down the drain after 
field work has begun. 

Finally, the successful field opera- 
tion hinges upon continuous follow-up 
and support of a field man’s endeavors. 
Of primary concern is constant com- 
munication, for even the best field 
representative is at a loss if he doesn’t 
know his company’s policy changes 
and thinking. Revisions of underwrit- 
ing attitudes, evidences of agency 
weaknesses, suspected errors in judg- 
ment on the part of the field man, all 
must be judged with objectivity and 
clarity. Company representatives from 
the inside must visit the field regular- 
ly to familiarize themselves with each 
field man’s problems and return to 
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present these problems to higher man- 
forts by the company have led to con- 
fusion and discouragement in the 
field. Sometimes radical changes in 
procedure have been presented with- 
out explanation and clarification. It is 
imperative that top management work 
through the field man, not around 
him, that the field man understand 
company policy affecting the agency 
plant and be consulted on it. Thus 
equipped a top company representa- 
tive is truly the company in the field. 
A confident, well-informed and trained 
field man is still the key to successful 
development and control. 


agement for review. Field men’s sug- 
gestions, queries, and complaints 
should be followed up so that the field 
man is convinced that communication 
is not a one-way street. 

One of the most difficult factors to 
assess and promote is the concept of 
responsibility in the field. Today the 
insurance business is preoccupied with 
efforts to put underwriting back on the 
profit side of the ledger after several 
years of loss. In some cases these ef- 
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Urges Immediate 
Use Of Remedies 
For Agency Ills 


(CONTINUED FROM PAGE 11) 
ing and unloading cases, for example); 
against coverage gaps, in the case of 
fidelity and other crime coverages, 
and with regard to boiler and other 
explosion coverages provided by dif- 
ferent types of insurers. Based upon 
the past record, this pleasant prospect 
appears remote indeed. Someone else 
always does it first, then after years 
of rationalizing inaction, the agency 
system grudgingly follows suit. 

Mr. Peet said it was refreshing to 
hear Archie M. Slawsby of Nashua, 
N.H., retiring president of National 
Assn. of Insurance Agents, suggest at 
the 1959 annual meeting that its 
membership should include all agents 
operating under contracts permitting 
them to own their expirations and 
represent competing insurers. A pro- 
vision of the NAIA charter states 
that one of its principle aims is to 
further one form of insurer—the capi- 
tal stock variety. It may be that this 
aim had some historical justification, 
but certainly this disappeared after 
many mutuals and some reciprocals 
began to grant full independent agent 
privileges to their representatives, and 
after a number of large capital stock 
companies were formed to compete 
with independent agency companies. 

Meanwhile National Assn. of Mutual 
Insurance Agents came into being. 
Such a name for the newer organiza- 
tion, and the stated purpose of the 
older NAIA, would lead one to be- 
lieve that the real purpose of both 
groups was to further the interests of 
the types of insurers each principally 
represented. But if agents are serious 
in their claim that they are to any 
degree the public’s representative in 
the market place, then it is certainly 
true that all independent agents 
should band together without further 
delay. 

The public, after all, does not care 
whether the insurer protecting their 
assets is stock, mutual, reciprocal or 
Lloyds. In fact, all the public wants 
is to make sure that it is receiving 
maximum protection for minimum 
true cost. Whether or not the agency 
system—a term, by the way, meaning 
nothing to anyone outside the insur- 
ance business—will continue to fit into 
this picture depends solely upon its 
exponents. That they should all as- 
sociate to that end should not even 
be open to debate, Mr. Peet con- 
cluded. 


Syracuse Field Men Elect 


Insurance Field Club of Syracuse at 
its annual meeting elected Willard F. 
Tolles, Crum & Forster, president; 
David T. Tobin Jr., Security-Connecti- 
cut, vice-president; Harvie D. Manss, 
Hartford Fire, secretary; and Floyd L. 
Holdridge, America Fore Loyalty, 
treasurer. 
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Bonander, Lundberg | 
In Higher Posts At 
Phoenix Of Hartford 


Phoenix of Hartford has named 
Victor E. Bonander secretary and | 
Ralph H. Lundberg assistant secre- 
tary. They are in the casualty depart- | 
ment. r 

Mr. Bonander joined the company 
as superintendent of casualty in 
1950 after previous experience with 
Hartford Accident and with General | 


EE 


Underwriters agency of Detroit. He | 

was named assistant secretary in / 

1955. 
Mr. Lundberg, 


with the company 
since 1952, was made superintendent | 
of the casualty department in 1955. | 
Before joining the company he wa | 
for five years with Aetna Casualty. 


Sasser Succeeds Glass | 
With Crum & Forster 


Crub & Forster has named Louis | 
L. Sasser general manager of the | 
Virginia-Carolinas department. He 
succeeds J. Fuller Glass, who has 
retired after 41 years with the organ- 
ization. Mr. Glass continues as a direc- 
tor of U.S. Fire. 

Mr. Sasser has been associated for | 
many years with Mr. Glass, who or- | 
ganized the department in 1923 and | 
became its manager. John C. Kluttz, 
Frank E. Minter, and Raymond L. 
Martin are assistant managers under 
Mr. Sasser. | 


Two Promoted ] By Hartford 


Fire In Southwest Division 


Hartford Fire has named Gilbert 
M. Eddins assistant superintendent 
of the compensation and liability de- 
partment at Dallas and Raymond W. 
Ursin assistant superintendent of the 
automobile department there. 

Mr. Eddins has been with the com- 
pany for 13 years. Before going to 
Dallas three years ago he had been 
at Houston and Kilgore. 

Mr. Ursin joined the home office 
automobile department in 1953 and 
was transferred to Dallas a year ago. 


Perplexing Period: O’Connell 

Speaking before the regular monthly 
meeting of Cincinnati Casualty Man- 
agers Assn., Arthur M. O’Connell, 
Thomas E. Wood agency, described 
some of the problems of the indepen- 
dent agent caught in the maelstrom of | 
developments in automobile insurance. } 

Mr. O’Connell made it clear he be- | 
lieves that while in the long run the | 
changes through which the business is 
presently struggling will prove salu- 
tary, this is a most “perplexing” pe- 
riod. 
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The offices of Stephen E. Blair Co., 
Louisville general agency, have been 
moved to 834 Winchester Road, Lex- 
ington, Ky., where the general agency 
will occupy its own building. 
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By ROBERT B. MITCHELL 


Executive editor, The National 
Underwriter Life edition. 


The recent failure of the group 
committees of NALU and the com- 
on jumbo group limits 
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is indicative of something deeper 
than mere disagreement over how to 
resolve a conflict of interest. It is a 
symptom of the greatly increased and 
still increasing heterogeneity of the 
life insurance business. 

Of course, whether you’re consider- 
ing an industry or the peas in a pod, 
the question of homogeneity vs he- 
torogeneity depends a lot on whether 
you're looking for similarities or dif- 
ferences. But even allowing for all 
that, it must be obvious that the life 
insurance business has become _ so 
many-faceted a thing that life in- 
surance people of 30 or 40 years ago 
would hardly recognize it. 

Consequently, in seeking to unite 
“the industry” on a single viewpoint 
on jumbo group, both the NALU 
group committee and the companies’ 
“high level” group committee were 
up against the dismaying problem of 
trying to get a united view from ele- 
ments that are basically un-united. 
Note that we did not say “disunited.” 
They simply do not have as much in 
common as they did a generation or so 
ago. 

In some quarters the attitude is to 
deplore this increasing diversity of ac- 
tivities and viewpoints. But such an 
attitude is not realistic. The insurance 
industry does not progress toward 
greater usefulness like a _ phalanx 
marching with united step and under 
a unified command. 


Each Must Do His Best 


Progress is the result of each com- 
pany doing its best to provide a prod- 
uct and service that will gain it the 
objectives it has set for itself. Often 
different divisions in the same com- 
pany pursue goals almost as if they 
were separate companies operating 
under a general mandate from the 
top management. 

In an earlier day, aggressiveness and 
imagination tended to be concentrated 
in the field force. Today there is much 
more of it in the home offices than 
there used to be. Top management 
is taking increasing responsibility for 
the over-all marketing operation. 
New ideas are being developed and 
tried in a way that would have made 
the old-time life insurance execu- 
tive’s head swim. 


Less Of “Industry Viewpoint” 


There is much less of an “industry 
viewpoint” than in past years. Some 
mighty prominent companies, for ex- 
ample, are all for minimum deposit. 
Other highly placed insurers are dead 
against them. Some companies want 
to sell variable annuities or mutual 
fund shares as a hedge against infla- 
tion. Others consider both these forms 
of equity investment to be an inven- 
tion of the devil. 

Some life companies favor selling as 
much group insurancé per life as they 
believe is consistent with sound un- 
derwriting. Others are fully as anxi- 
ous as NALU is to see a limit of no 
more than, say 2% times salary im- 


GAB Branches In Fla., N.C. 





General Adjustment Bureau has 
established branch offices at Fort 
Pierce, Fla., and Greenville, N. C. 


R. L. Appelget, senior adjuster at 
Fort Lauderdale is advanced to ad- 
juster in charge at Fort Pierce. Ollie 
Bissett Jr., adjuster in charge at 
Greenville, has been named manager 
there. 


posed, and without any allowance 
for additional survivor benefits to 
widows under retirement plans. 

We have grad.d premiums, either 
via “specials” or others methods, and 
we have companies that want no part 
of premium gradation. We have com- 
panies that are beating the drum for 
“one-stop insurance service” and we 
have others that regard the supermar- 
ket analogy as inapplicable to the 
sale of insurance. 

If proposals soon to be heard by a 
New York legislative committee are 
enacted by the lawmakers there, we 
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owning and operating fire-casualty in- 
surers—and many others that regard 
such an operation as anathema. 

These many kinds of proliferation 
in the insurance business can’t help 
but be dismaying to many who are 
used to an older and more homogene- 
ous order. But, like it or not, it is the 
way that progress is made. It will 
result in some errors, unquestionably. 
But those who deplore it should ask 
themselves whether there is really 
anything so bad about it or whether 
it is merely a source of annoyance be- 
cause it steps up competitive pressures 





may have many more life companies 
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Right after a fire your client turns 
to you for help. Motivation re- 
search indicates this time as the 
most critical moment in your as- 
sociation with him. He relies on 
you to place every necessary serv- 
ice at his disposal. Now through 
the medium of modern chemistry 
you can help reduce the impact of 
loss, and at.the same time prove to 
him the value of your agency. 


Removal of smoke odor after 
a fire will end a major part of your 
client’s discomfort. In many in- 
stances it will permit him to re- 
occupy his home or reopen his 
business immediately. In thou- 
sands of cases it has saved irre- 
placeable inventory and prevented 
loss of sales. 


Airkem Smoke Odor Service is 
the only international organization 
dedicated to the removal of smoke 
contamination. The techniques 
used by Airkem are proved by re- 
search in the world’s largest odor 








to an umcomfortable degree. 






INCREASE YOUR BUSINESS 


Here’s the quickest way to help 
your client after the fire 


research laboratory and proved by 
saving millions in losses to smoke 
and odor contaminated property. 
Over 200 Airkem S.O.S. represen- 
tatives make odor removal service 
as convenient as your telephone. 


Help your client by recom- 
mending Airkem Service after a 
fire. You will reduce his loss and 
improve your loss ratio as well. 
Write for a directory of S.O.S. 
offices and information on how 
Airkem S.O.S. has helped agencies 
and their clients. For the Airkem 
representative nearest to you, look 
for the name Airkem in your tele- 
phone directory or write to Mr. 
R. C. Bliss, National $.0.S. Di- 
vision Manager. 


AIRKEM, INC. 
241 East 44th Street, New York 17, N. Y. 


# 
Soke Oshr Service 


For Odor Emergencies Call Airkem S.O.S. 
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NAIC Report Extols State Rule; Cites Fire, Auto Competition 


written at rates which differed from 
the standard rates of the principal 

ing bureaus and included the writ- 
ings of factory mutuals, insurers af- 
filiated with the smaller rating bu- 
reaus, independent filers, and assess- 
ment cooperatives. 

Thus, more than one-third of all 
fire business is written off bureau 
rates, and the volume is constantly 
rising. If the volume of off bureau 
business were adjusted to the full bu- 
reau rate level, the percentage would 
be substantially higher, the report 
noted. 


Other Factors 


The extent of competition in the 
fire business is also reflected by the 
rising volume of deviation and inde- 
pendent filings in the past decade. 
From 1948 to 1958 such filings in fire, 
EC and allied lines showed a six-fold 
increase. Premium volume under 
these deviated and independent filings 
increased ten-fold in the 10 year pe- 
riod as compared to about a three- 


(CONTINUED FROM PAGE 1) 


fold increase for total country-wide 
premiums in these lines. 

Moreover, keen competition exists 
in types of coverage, forms and rules, 
as well as in services rendered. Since 
1949, major developments have taken 
place in new forms of coverage such 
as commercial or mercantile block 
policies, and a variety of homeowners 
and other packages. Homeowners, a 
relative newcomer, showed a premium 
volume of $101 million in 1958 for all 
stock companies in New York alone. 
Mutual companies reported $42 mil- 
lion for this line. 

In automobile insurance vigorous 
rate competition exists between un- 
derwriters, with respect to territories, 
classification plans, age groups, price 
groups, excess limits tables, and in 
other areas, among the bureau com- 
panies and independents, and rate 
regulation has tended to encourage 
rather than limit new entrants into 
the business. 

The premium volume of all major 
independents in automobile lines in- 
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most single coverages, or any combination of coverages. 
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creased by about 513% from 1948 to 
1958, far outstripping the 175% gain 
registered by all stock and mutual 
companies. This comparison would be 
even more striking if adjustments 
were made to raise the independent 
writings to bureau levels, the report 
stated. 

It noted that competitive pressures 
have also stimulated the offering of 
new and improved broad forms of 
coverage such as the family contract, 
other car coverage, medical payments, 
and others. The significance of serv- 
ice should not be ignored. The repu- 
tation of a company’s agency system, 
the promptness of adjustment, the 
accessibility of adjustment services, 
and other service features. create 
distinct market differentials in the 
minds of the insuring public. 


Aviation Reinsurance 


The report noted that the reinsur- 
ance market in aviation insurance has 
many similarities to that of ocean 
marine. In fact, London Lloyd’s usual- 
ly classifies the two lines in one group- 
ing. There is the possibility in both 
of total loss, necessitating reinsurance 
on the hull, liability and air travel 
insurance coverage. The aviation mar- 
ket is necessarily international in scope 
as is marine insurance for both direct 
and reinsurance purposes. It trans- 
cends state and national lines, since 
an insured plane may be used in a 
domestic flight one day and fly an 
international route the next. 

There is active competition be- 
tween the two principal American 
aviation insurance groups and the 
British underwriters in the _ direct 
field. At the same time, these Amer- 
ican groups lack the underwriting 
capacity, especially as to the new 
fleets of jet airliners, to provide all 
the necessary hull and liability cov- 
erages to the builders and operators. 
It is imperative for them to spread 
the risk and to cede to underwriters 
abroad a participation in the cover- 
ages as well as to reinsure on an 
excess of loss or catastrophe basis 
some of their peak exposures. The 
American pools also accept reinsur- 
ance from foreign insurers on their 
large aviation accounts. It is truly an 
international market serving the needs 
of the air age. 

It has been alleged that an exces- 
sive proportion of reinsurance is ceded 
to the London market which is thus 
enabled to exercise control over the 
American market. The volume ceded 
does not appear disproportionate in 
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posures involved or in comparison 
with cessions in the marine field. One 
«sy to diminish the amount ceded) 
would be to interest more American} 
companies to enter this somewhat 
hazardous field. More rigid rate re- 
gulation would not be conducive to at-’ 
tracting such interest. In any event,’ 
an international spread of risk, as in 
the marine field, helps all insurers to) 
level the peaks and valleys of ex- 
perience, the commissioners main- 
tained. 


Eye Aggrieved Party Rule 


The report contains a brief discus- 
sion on the problem of what consti-| 
tutes an aggrieved party within the! 
framework of the rating statutes of 
the several states. There is consider- 
able difference of opinion on_ the 
subject among state advisory officials. 
While several court cases have arisen 
as a result of these divergent opinions, 
no definitive decisions have been 
handed down nor have any super-| 
visory authorities made policy inter- 
pretations in this area. 

At present therefore, most states 
are not in a position to state flatly! 
whether or not their statutes permit 
a bureau te be an aggrieved party. 
A recent decision by a court im Vir- 
ginia held that agents as a group do 
not hold this status. : 

In a recent poll conducted by the! 
NAIC committee on preservation of) 
state regulation, requesting the states| 
to indicate whether or not they felt! 
that a change was necessary in their! 
present statutes in this connection,| 
only three commissioners were Op-| 
posed to any change. The remaining | 
commissioners expressed a desire to’ 
have the benefit of the studies and| 
final conclusions of the NAIC sub- 
committee on review of fire and cas- | 
ualty rating laws and regulations, be-| 
fore expressing any formal opinion. 

The NAIC report to the Senate sub- 
committee was prepared by Julius S._ 
Wikler, former New York superintend- 
ent, who is special counsel to the 
NAIC committee on preservation of’ 
state regulation. It also includes an 
analysis of the techniques of fire andj 
casualty rate making, discusses the 
role of advisory organizations, and 
comments on the degree of regula- 
tion in aviation insurance. 


Porter With Jaffe Agency | 

Robert W. Porter has joined the 
production department of Jaffe agen-| 
cy of New York. He was most re-!} 
cently an account executive with! 
Whitehill agency. Prior to that he was\ 
for 14 years with Hoey, Ellison & 
Frost, New York agency. 
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Rehm Bond Manager 
Of Pacific Of N.Y. 


Joseph M. Rehm has joined Pacific 
of New York group as manager of 
its newly organized bonding depart- 
ment. 

Mr. Rehm began his insurance ca- 
reer in 1936 with Fidelity & Casualty. 
Later he was with Royal-Globe in 
underwriting and servicing of bonds. 


Dralle Advanced To V-P 
Of Illinois R. B. Jones 


Edward A. Dralle, assistant vice- 
president and underwriting manager 
of Illinois R. B. 
Jones, has been 
promoted to vice- 
president. He will 
continue as under- 
writing manager. 

Prior to joining 
R. B. Jones a year 
ago, he was assist- 
ant manager at 
New York of New- 
house & Hawley 
for four years. Mr. 
Dralle was also as- 
sistant superinten- 
dent of the Aetna Casualty liability de- 
partment at Chicago. 


Edward A. Dralle 


Miller, Healy Become Partners 

Ralph Miller and John C. Healy 
have become members of the Chicago 
insurance law firm of Heineke, Conk- 
lin & Schrader. 


North America has been admitted 
to do business in San Marino. North 
America’s agent in the republic within 
Italy is Dr, Lamberto Geri, whose of- 
fice is at Via Garibaldi, in the capital. 
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Editorial Warns Vs 


Auto Insuring Career 


The following editorial appeared in 
a recent issue of the monthly publica- 
tion of Baton Rouge Chamber of Com- 
merce, written by O. L. Shelton and 
entitled “What A Business”: 


If you think you have it rough in 
your business, how would you like to 
own an insurance company writing 
automobile insurance in the State of 
Louisiana. 

Your customers: A pack of guys 
like me, their hearts filled with lar- 
ceny. 

Your price tag: Fixed by public 
servants, state employes, highly sen- 
sitive to the voter’s antipathy to pay- 
ing insurance premiums, regardless of 
their fairness. 

Your perils: Ordinary people— 
customers—who think all insurance 
companies are fair game with no 
closed season. 

If my wife is riding with me in our 
car and I goof off and have an ac- 
cident, she can sue our insurance com- 
pany for my negligence. If we have a 
guest riding with us he also can hail 
me into court. 

If I get a nick in my windshield 
all I have to do is have it replaced. 
The insurance company must pick up 
the tab of over a hundred dollars. 
And why not? Didn’t I pay them two 
bucks to protect all the glass in that 
road-going solarium of mine? 

Who is kidding whom when we as 
jurymen vote exhorbitant awards in 
accident damage suits, telling our- 
selves that after all the insurance 
companies have plenty of money. Stick 
’em good. 

Someone must pay for every claim 
paid, plus the cost of doing business, 
plus taxes, plus the cost of using 
someone else’s money, plus what the 
insurance companies have a right to 
expect but rarely achieve—a _ fair 
profit. That someone is you and I. 

You can have it, Mr. Insurance 
Company Owner. So long as the cards 
are stacked the way they are, yours is 
no business for me. 


GAB Appoints Regional 


Supervisor, 6 Managers 

General Adjustment Bureau has ap- 
pointed Verlin D. Smith manager of 
its newly opened office at Drexel Hill, 
Pa. He joined GAB at Baltimore in 
1948 and has been at Philadelphia 
since 1954. 

The GAB office at Dublin, Ga., has 
been made an independent branch 
with J. C. Frilick advanced from ad- 
juster in charge to manager. O. M. 
Hutcheson Jr., has been named man- 
ager at Decatur, Ala. He was former- 
ly resident adjuster there. 

Norman M. Chapman, has been ap- 
pointed manager at Springfield, Mass. 
He succeeds Emerson W. Elliott who 
has been advanced to regional super- 
visor. William J. Savage Jr., ap- 
pointed manager at Norwich, Conn., 
was formerly senior adjuster at New- 
ark, N. J. Frank A. Clark, resident 
adjuster, has been promoted to man- 
ager at Fitchburg, Mass. 


Cleveland Surety Managers 


Elect Brock President 


Cleveland Assn. of Casualty & 
Surety Managers has elected Law- 
rence F. Brock, Fidelity & Casualty, 
president. Vice-presidents are Clinton 
L. Templeman, Royal-Globe, and Har- 
ry T. Moreland, Maryland Casualty, 
and secretary-treasurer is Joseph G. 
Reiss, Fidelity & Casualty. 
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SUN LIFE not only brings you policies 
designed for selling, but also a complete, 
effective array of tested agency aids. We have 
built scores of successful, profitable agencies 

. we can do the same for you by our 
individualized HOME OFFICE cooperation. 


Here are just a few of the sound advantages 
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@ Top vested commissions with life-time 
service fees. 


e Effective selling assistance with prompt, 
custom-made home-office counselling. 


* Complete diversified kit of competitive, 
low-cost policies. 


Write today or just pin this page to your 
letterhead for a prompt reply 


Write to BERTRAM A. FRANK, C.L.U. 


Vice President and Director of General Agencies. 


SUN LIFE INSURANCE COMPANY 
OF AMERICA 
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THIS Premium Budget Plan Is 





Brand New! 
Simplified! 
Time-Saving! 
Low in Cost! 





1's Accoplan 


Accoplan is the premium budget service of the American Casualty 
Group ...a new, improved plan that is the result of more than eight 
years experience in the premium budget field. Here are some 
highlights: 


Equal Payments—All payments, including the down payment, 
cre equal. 


Accident & Health Policies of certain types may be included in 
Accoplan, alone or with casualty and property coverages. 


Low Interest—Interest charges are among the lowest in the 
industry. No service charge. 


Insured’s Signature Not Required, except when Accident & 
Health coverages are included in the budget agreement. 


Additional Policies may be included at any time. 
Convenient Coupon Books are used for monthly payment plans. 


Monthly Payments may be as low as $6. Minimum for quarterly 
payments is $10; annual $15.00. 


Accoplan is ideal for both personal and business risks. 


A copy of the new Accoplan descriptive kit is available to any 
interested agent or broker. Write, on your letterhead, to ACCO, 
Inc., P.O. Box 817, Reading, Pa. 


AMERICAN CASUALTY 


60 Branch and Service Offices Coast to Coast 


HOME OFFICE—READING, PENNSYLVANIA 
SINCE 1902 
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BRANCHES: ILLINOIS, INDIANA, MICHIGAN, NEW YORK, 
NEW JERSEY, OHIO, PENNSYLVANIA, TEXAS, WISCONSIN 


HOME OFFICE: 4400 OAKTON ST., SKOKIE, ILL. 
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Poor Credit Practices 
Hurt Agency System, 
Joe B. Hunt Declares 


“The reason that most companies 
and agents are facing trouble is be- 
cause they won’t face facts,” Commis- 
sioner Joe B. Hunt told Oklahoma 
City Assn. of Insurance Agents at the 
January meeting. He said companies 
and agents cannot extend credit for 
60 or 90 days and meet cash competi- 
tion, nor can the companies keep 
charging off the accounts of “dead 
beat agents.” 

“You set yourself out as independent 
agents—start acting that way,” the 
commissioner advised. “Don’t forget 
your declaration of independence 
means freedom from company dicta- 
torship.” 

The commissioner told the agents 
there isn’t much they can do about 
reductions in commissions. “It has 
been said that the companies can get 
along without you, but you cannot get 
along without the companies, but 
remember this, the business is yours 
—the renewals are yours—not the 
companies.” 

Service is the agents’ merit plan for 
survival, Mr. Hunt said. A producer 
of good business who collects and pays 
on time won’t have trouble because 
the insurers will be looking for him. 
The companies, in order to meet 
competition, are going to have to work 
out plans whereby the average family 
with a home and automobile can af- 
ford to pay the premium in install- 
ments instead of in advance, he said. 


Paper Notes Governor Gets 
Gravy On Auto Rate Cut 


The new policy in Illinois of having 
the governor announce insurance rate 
reductions or coverage innovations 
(after letting the insurance companies 
take the lumps for 10 years or so while 
the rates were going up) did not catch 
all the newspapers off guard. The 
Decatur Herald, for example, editorial- 
izes that the lower rates “were made 
by the insurance companies, the com- 
petitive business concerns, that write 
insurance policies in Illinois. They file 
their new rates with the state insur- 
ance department. When the rates are 
approved by that state agency, they 
are ready to be put in force. 

“It is possible that the governor, or 
his insurance advisers initiated some 
action that might result in the rate 
reduction. But the rates were deter- 
mined by the companies that must 
operate competitively, and profitably, 
in Illinois. The governor was permitted 
to make the announcement for the 
department of insurance. That’s the 
way these things are handled, partic- 
ularly on the eve of an election year.” 


Gulf Promotes Three 


Three members of the home office 
staff of Gulf of Dallas have been 
promoted: H. C. Lockett Jr., and L. C. 
Gamble were elevated from assistant 
secretary to secretary, and E. Louis 
Condor was named secretary and as- 
sistant treasurer. He has been assis- 
tant treasurer. 
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Check Driver's License 


Says Insurers Should 
| 
When Selling Policy | 


George W. Zimmerman, Detroit” 
agent, writes: 
The Michigan secretary of state | 


estimates that three drivers in 10 have| 
expired operators’ licenses. If this is 
correct, about 25% of the applicants 
for auto insurance do not have valid 
operators’ licenses. 

As part of an application for auto 
insurance, why not require the number 
of the applicant’s current license, and/ 
the numbers of the licenses of other | 
members of the household who drive 
the car? This would be a long step 
toward insuring the driver rather than 
purporting to insure the car itself. It 
would eliminate many unfit drivers 
and help to straighten out those who 
are capable, but careless. 


Commission Cuts Subject | 
Of N.Y. Brokers Complaint | 


To Insurance Department 


Greater New York Brokers Assn. 
has filed complaints with the New. 
York insurance department against! 
two multiple line insurers. The insurers | 
are charged with unilaterally reducing 
commissions on automobile and gen-| 
eral liability policies written under the; 
revised discount plan and also policies! 
written via retrospective premium dis-! 
count plan D, basing the commission | 
cut specifically on the National Bureau | 
filing approved last Nov. 9. 

Both companies, the brokers con-| 
tend, announced commission schedule! 
reductions and directly ascribed the/ 
action to the reduced production cost} 
reflected in that filing. 

The brokers noted that the New 
York department, in approving the fil- | 
ing, has told the bureau that they 
should explicitly recognize that what 
any member or subscriber actually 
pays for its production costs is neces- 
sarily a matter for the individual com-} 
pany’s determination. 


C. V. Starr Affiliated 
Firm Is Formed In N. J. 


Starr, Smith, Biggs & Co., brokers, | 
has been formed with offices at 1180} 
Raymond Boulevard, Newark. The | 
new firm will continue the business; 
of Smith, Biggs & Co., and of the! 
excess lines department of C. V. Starr! 
& Co., through affiliated offices in 
New York, San Francisco, Los Angeles, | 
Seattle, Denver and Anchorage, Ala- 
ska. Management and personnel of 
these offices will be unchanged. 


—_ 


——a 





Chicago Engineers To Meet 
Chicago chapter of Society of Fire) 
Protection Engineers on Jan. 18 will! 
hear representatives of two manu-| 
facturing companies discuss electro- 
static and hydra-spray process appli-| 
cation of finishing materials. The) 
meeting will be a luncheon at the} 
Midland Hotel and the discussions will} 
be supplemented by movies and de-} 
monstrations of the actual equipment. } 
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Hold Annual Rally 


The 14th annual meeting of Chicago 
Buckeye Club was conducted Monday 
evening in the Bismarck Hotel with 
the largest attendance in history. This 
organization of Ohioans who have 
been forced to leave the state and en- 
gage in the insurance business in the 
Chicago area has shown aq steady 
growth that is caused in large part 
by the enthusiasm with which the 
members participate in the one and 
only gathering each year. The club 
has achieved national renown and al- 
ready has conquered and obliterated a 
rival organization, the Anti-Buckeye 
Club, which was founded in envy and 
crushed in despair. 

It is traditional that the Ohio super- 
intendent of insurance attend the 
Buckeye functions, but this year the 
superintendent, Edward A. Stowell, 
was unable to make an appearance be- 
cause of a jam of business commit- 
ments which accumulated during an 
illness. However, the official escort of 
Ohio superintendents, Joseph Schweer, 
secretary of Cincinnati Underwriters 
Assn., led a delegation out of the 
Buckeye state consisting of Kenneth 
Harger, president Ohio Assn. of In- 
surance Agents; Carl Setzer, manager 
Ohio Inspection Bureau, and Douglas 
N. Avery, secretary of the Ohio agents. 

Robert N. Wilson of S. C. Christen- 
sen & Co. agency was succeeded as 
president by C. J. Lauer of the C. 
J. Lauer agency, Des Plaines. Dale G. 
Stentz, Western Adjustment, moved up 


| to lst vice-president, and Ray O. Mat- 


son, manager Illinois Inspection Bu- 
reau, was made 2nd _ vice-president. 
Harold L. Bredberg, Bredberg Reports, 
was reelected secretary-treasurer and 
was the recipient of loud compliments 
for the handsome brochure he _ pro- 
duced which depicts the many ad- 
vantages of an Ohio background com- 
bined with a Chicago present. 

Levering Cartwright, Cartwright, 
Valleau & Co., was reelected publicity 
chairman. 

Feature of the business session was 


the induction of an unusually large 
number of freshmen members, amid 
the usual banter. Twelve applicants 


were approved following proper pre- 


,' sentation of evidence of a substantial 
| attachment to the Great State of Ohio. 





J. P.Thomas of North America with 
E. W. Cunningham and Earl Birong 
of America Fore. 


Charles Kwolek, 
Royal-Globe; C. J. 
Reutter, Alexand- 
er & Co. agency; 
E. W. Karow, 
America Fore, and 
John T. Even, Al- 
exander & Co. 
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Eugene F. Gallagher, Standard Ac- 
cident, past-president of the Buckeye 
Club with Lyman M. Drake Jr., Crit- 
chell-Miller agency, and Carl Setzer, 
manager Ohio Inspection Bureau. 





A. V. Harris, Pacific National, one 
of the new club members, with J. S. 
Warren, General Accident, and Fred 
Leeson, Underwriters Adjusting. 





Donald Neal of Great American, 
with two members of the Western 
Adjustment contingent, J. G. Young 
and G. T. Refoy. 





Principals of the Ohio delegation: 
Joseph Schweer, secretary of Cincin- 
nati Underwriters Assn., Kenneth 
Harger, president Ohio Assn. of In- 
surance Agents, and Douglas Avery, 
executive secretary of the Ohio Assn. 
Mr. Schweer ordinarily is the official 
escort to the Ohio superintendent, but 
Mr. Stowell was unable to attend this 
year because of complications of busi- 
ness following an illness. 
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Accredited Chicago Buckeyes Are 
Pictured At Their Annual Meeting 


All identifications are from the left. 





Leaders of the Buckeye Club during the momentus year of 1959: Dale G. 
Stentz, Western Adjustment, vice-president; Robert N. Wilson, S. C. Christensen 
agency, president; C. J. Lauer, Lauer agency, Des Plaines, vice-president; 
Levering Cartwright, Cartwright, Valleau & Co., publicity chairman and Harold 
Bredberg, Bredberg Reports, secretary-treasurer. 


Herman P. Win- 
ter, America Fore; 
P. S. Beebe, Hart- 
ford Fire; George 
W. Barker, Hart- 
ford Fire, and 
Robert Foltz, 
Springfield F.&M. 








V. L. Montgomery, North America, 
one of the early presidents of the 


and C. N. Mullican 
Jr., Fireman’s Fund, another past 
president. Mr. Mullican was receiv- 
ing congratulations on his elevation 
to western manager of the Fund. 


Buckeye Club, 





Frank Arnold, 
North America; 
James D. Streich, 
St. Paul F.&M.; 
R. P. Dening, 
North America, 
and Ray O. Mat- 
son, manager Illi- 
nois_ Inspection 
Bureau, a new 
vice-president of 
the Buckeyes. 





Donald W. Valentine, Fred S. James 


& Co. agency, with C. N. Mullican 
Jr., the new western manager of 
Fireman’s Fund, and James A. David- 
son of Factory Insurance Assn., one 
of the few Buckeye members who 
work year round to keep the club 
functioning. 
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Discusses Garage Liability Policy’s Coverages, Claims Aspects 


cars. Then it goes on to cover the 
occasional use for other business pur- 
poses, and the use for non-business 
purposes of (1) any automobile owned 
by or in charge of the named insured 
and used primarily in the defined 
operations. This often presents prob- 
lems, Mr. Evans said, and noted that 
in New York there is a decision which 
holds that although Christmas trees 
are sold on used car lots, the sale of 
such trees is not incidental to the 
operation of a used car lot. 

Next is coverage for (2) any auto- 
mobile owned by the named insured 
in connection with the defined oper- 
ations for the use of the named in- 
sured, partner therein, an executive 


(CONTINUED FROM PAGE 6) 


officer thereof, or a member of the 
household of any such person. This is 
where there are frequent problems, 
the speaker said. And they stem from 
the manual rules issued by National 
Bureau. 

This manual is filed by the Bureau 
with all state insurance departments 
on behalf of its member companies. 
Such filing states that member com- 
panies will abide by all rules, etc., set 
forth in the manual. It has been held 
that these manual rules become part 
of the policy contract. It is also true 
that many independent companies, 
such as Universal, file this same man- 
ual with insurance departments in 
states where they are licensed to do 





WHY RELY ON LUCK 
FOR LOWER LOSS | 


RATIOS? 
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“We get inspection reports on large fire risks and more or less 
trust to luck on the smaller,” some companies have told us. 
Since loss ratios are determined by the countless small 
losses as well as the fewer large ones, is this “true economy” 


or “outright gamble’? 


Sanborn Map service costs approximate 60 cents per 
million dollars of valuation mapped. Isn’t this a small 
“premium” to pay for the full and up-to-date information 
necessary for sound underwriting? 








SANBORN MAP COMPANY 
Home Office: 629 Fifth Ave., Pelham, N. Y. 
New York City: 85 John St. - Chicago: 220 S. State St. 
San Francisco: 530 Washington St. 








business. 

So far, so good, Mr. Evans said—but 
many companies find that National 
Bureau tries to dictate as to how 
insurance contracts should be inter- 
preted. Companies should not have 
to run their businesses according to the 
way a man behind a desk at National 
Bureau says they should, but, rather, 
according to how they believe the 
various state supreme courts will in- 
terpret the contracts. 

Mr. Evans said he was referring here 
particularly to the latter part of the 
automobile liability coverage. The 
Bureau says that the words “owned 
in connection with the above defined 
operations for the use of” mean noth- 
ing. The Bureau says that if a car is 
bought by an automobile dealer from 
any source in connection with his 
business than this qualifies that car 
for coverage. 

The speaker said he feels that is not 
correct. This is not what the policy 
contract says and it amounts to giving 
away insurance. Also, it is not the way 
the courts have interpreted it. 

Quoting one such case, Mr. Evans 
said the supreme court of North Caro- 
lina recently had this particular part 
of the policy for consideration in a case 
where the named insured’s wife was 
driving an automobile and claimed 
coverage under the garage liability 
policy. The automobile was used oc- 
casionally in the automobile dealership 
business, but primarily for personal 
use and for use in a hardware business, 
also owned by one of the named in- 
sured. 

The court concluded by saying that 
since plaintiff’s automobile was not 
used in the business of repairing, 
servicing, etc., for which protection is 
provided by the policy and the other 
business operated by the plaintiff was 
neither necessary nor incidental to the 
repairing, servicing, etc., it followed 
that no liability rested upon the insur- 
ance company. 

Mr. Evans said he thought it was 
clear that if the original intent of the 
policy forms committee of the National 
Bureau was to extend coverage as the 
Bureau now attempts to interpret it 
it would have been a very simple 
thing to have stated in the contract 
that coverage applied to any automo- 
bile purchased by the named insured 
in connection with the defined opera- 
tions. The policy is not so written, he 
said, and it means what it says when 
it covers any automobile owned by the 
named insured in connection with the 
defined operations for the use of, ete. 

The next principal source of prob- 
lems comes from coverage D, Mr. 





January 15, 1960}jqnuar: 


Evans stated. Dealers repair cars for 
customers that have been damaged, 
and expect to be paid under their 
garage liability policy. This is so even} jong tim 
in cases where the damage was not! Unde 
caused under circumstances giving rise} pe held 
to liability on the dealer’s part. They, on ever 
like some adjusters, think that it is a) peld fo 
physical damage coverage because of) aid. Bi 
the wording “collision or upset” and) to cove 
the application of a deductible. coverag 
Companies frequently can fall back! parentl, 
on the manual rules by pointing out point: 1 
that the application of a deductible to} the fact 
this coverage is a requirement of the} the ope 
various insurance departments; it is} strators 
not a requirement of the insurance | garage 
company. Insured must often be told) This cé 
that the policy prohibits insured as-} pack to 
suming liability or incurring any ex-| pertain 
pense. mobiles 
However, Mr. Evans said, it is the 
“peculiar wording” under coverage D Acts Q 
that presents most of the problems} Univ 
Especially is this so of “property of! decisior 
others of a kind customarily left in} such r¢ 
charge of garages.” The speaker said) endors« 
he didn’t know just what this meant,} Montar 
but he supposed it could relate to such} porting 
things as baby carriages, pies in a pie) renewa 
truck, or candy in a candy truck. | The 
Adjusters must be careful they do’ siderati 
not make the mistake of confusing is agre 
questions of liability with questions of} policy, 
coverage. If the dealer does not know); clude n 
about the pies or the candy, Mr. Evans} named 
said he doubted whether the dealer} distrib 
could be held liable if the truck was} manufé 
upset while road testing and the pies} trust r¢ 
damaged. For instance, if a diamond) in part 
salesman left trays of diamonds in the} The 
glove compartment of his car, would‘ insurin 
this be “property of others of a kind} covera; 
customarily left in charge of garages,”} bus clé 
and if the dealer had no knowledge of} compa! 
the diamonds in the car, could he bef ous at 
held liable if the diamonds were lost| garage 
in a collision? The speaker said he} loaned 
didn’t think so. | custom 
Nevertheless, there have been some} Prospe 
“strange decisions” handed down in having 
connection with coverage D, Mr. Evans\ 9Wn, € 
said. The supreme court in Montana, a_ have f 
year or so ago, held Universal liable | Adopt 
where the dealer damaged a car that 
was in his possession for sale. The Univ 
dealer had obtained the car in the | people 
regular course of his business from the | bus cle 
Oldsmobile factory in Michigan and\ est en 
was floor-planning it with GAMC.| exactl; 
This brand new Oldsmobile was being} insure: 
demonstrated by a salesman when ployes 
involved in a collision. A total loss! holds. 
resulted. ' primar 
The dealer made claim under cover-| The 
age D and Universal denied coverage.\ with 
The dealer brought suit against the} states 
company. Eventually, the case reached | covere 
Montana’s supreme court, which held} phrase 
that GAMC was the owner and there-} organi 
fore it was “property of others of a) 


kind cu 
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rs forf;ind customarily left in charge of 
1agedfoarages.” This is one of the “most 
their} fantastic decisions” to come down in a 
even jong time, Mr. Evans stated. 
S not? Under this decision, Universal could 
& rise}pe held to provide collision coverage 
They,/ on every automobile really owned and 
t is ajpeld for sale by a dealer, the speaker 
is€ Of}caid. But there was never any intent 
’ andit9 cover anything like that under 
Icoverage D. The supreme court ap- 
back | parently overlooked one important 
& Out}point: If these vehicles are owned by 
ble tothe factory or by a finance factor, then 
yf the} the operation of the cars ‘as demon- 
it is} strators would not be covered under a 
rance| garage liability policy for liability. 
> told) This can be ascertained by referring 
d as-|back to the definition of hazards as it 
Y €x-) pertains to coverage for owned auto- 
| mobiles. 


is the - 
ge p| Acts Quickly 
ylems.} Universal acted quickly after that 


ty of! decision, Mr. Evans said. To avoid any 
sft in}such repetition, it immediately issued 
* said) endorsements to all pending policies in 
ant, | Montana, including the automobile re- 
) such} porting form policies, and all new and 
a pie} renewal policies. 

The endorsement reads: “In con- 
sideration of the premium charged, it 
is agreed that for the purposes of this 
policy, owned automobiles shall in- 
clude new automobiles received by the 
named insured from the factory or 
lealer! distributorship and held under a 
¢ was} manufacturer’s certificate of origin or 
> pies! trust receipt and financed in whole or 
mond) in part.” 

n the) The next source of most problems is 
vould‘ insuring agreement III, the extended 
kind} coverage clause or the so-called omni- 
ages,”| bus clause, the speaker said. His own 
ige off company found that most of the seri- 
he be}ous automobile accidents under the 
e lost} garage liability policy involved cars 
id he| loaned by a dealer to a friend or 

customer, or cars being tried out by a 
some! Prospective purchaser. An individual 
m in having no liability insurance of his 
“vans; Own, expected to borrow a car and to 
ina, a_ have free insurance provided with it. 


2y do 
‘using 
Ms of 
know 
Evans 


naa Adopt Omnibus Clause 
The Universal decided to exclude such 


1 the} people from the policy by a new omni- 
n the} bus clause, its limited additional inter- 

and\ est endorsement. In it is set forth 
AMC.| exactly who is covered: The named 
being} insured, partners, officers and em- 
when, ployes and members of their house- 

loss} holds. It is not a question of excess or 

primary insurance, Mr. Evans said. 

over-| There have been some _ problems 
srage.\ with this endorsement. Although it 
t the} states that only employes, etc., are 
ached | covered, there is also the familiar 
held| phrase “and any other person or 
— organization legally liable for the use 
of a} 
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thereof only while such automobile is 
operated by the named insured or any 
such partner, etc., or member of the 
household.” 

Universal has had some individuals 
and some insurance companies say 
that the dealer was “operating” the 
automobile by inducing a prospective 
buyer to try it out. Universal rejects 
this. It considers it a bailment, partic- 
ularly when no salesman is in the car 
with the driver. A bailment, the re- 
lationship of bailor and bailee, is a 
relationship peculiar unto itself. The 
laws of agency, respondeant superior, 
do not apply and therefore the owner, 
the dealer, could not possibly be oper- 
ating the car. Under bailment the 
bailee is in the same status as the 
owner. 

Mr. Evans said his company has been 
“informed on excellent authority” that 
in the new garage liability policy that 
is to be introduced this year, National 
Bureau is building a limited additional 
interests clause into it. 


Discusses Another Section 


The speaker then discussed another 
part of insuring agreement III, that 
section which excludes coverage under 
the policy for partners, officers, em- 
ployes, or any additional insured for 
operations of cars they own them- 
selves. It makes no difference whether 





Fire Protection Engineers 


To Hear James J. Duggan 


James J. Duggan, national president 
of Society of Fire Protection Engineers, 
will address the Jan. 19 luncheon 
meeting at Masonic Club of New York 
chapter of Society of Fire Protection 
Engineers. 

Mr. Duggan, who is a director of 
safety and fire protection of Union 
Carbide Chemical Co., will discuss the 
obligations and responsibility of a fire 
protection engineer in his community 
and profession. Mr. Duggan has served 
on many committees of National Fire 
Protection Assn. 


New Wis. Insurer 


The Wisconsin department has li- 
censed Classified Risk Ins. Corp., a 
multiple line insurer which will begin 
in the auto field writing selected pro- 
fessional and occupational groups with 
superior experience. 

The company will write as much as 
30% off for educators, executives, 
federal, state and local government 
employes, accountants and dentists. 
The policy will run for three months. 

Classified Risk has issued approxi- 
mately 72,000 shares of unauthorized 
and 360,000 par $3 stock. The original 
offering price was $5. 
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a partner or an employe is operating 
his own car on the named insured’s 
business, there is never any coverage 
available under the policy. 

The exclusions present no general 
problem, except with regards to ex- 
clusion (f). This reads: “This policy 
does not apply under coverage B, to 
injury to or destruction of (1) property 
owned by or rented to the insured, or 
(2) except under division 3 of the 
definition of hazards, property in 
charge of or transported by the in- 
sured, or (3) any goods or products 
manufactured, sold, handled or distri- 
buted or premises alienated by the 
named insured, or work completed by 
or for the named insured, out of which 
the acci‘ient arises.” 

The chief problem concerns work- 
manship cases. Workmanship cannot 
be guaranteed. The word “handled” 
does not mean “held sale.” A 
dealer is said to handle this product 
or that, but in the policy the word 
“handled” means manipulated as with 
the hands. 

Mr. Evans said that when a dealer 
overhauls and repairs a differential 
and replaces various gears and negli- 
gently puts a gear in upside down, and 
when the customer drives the car the 


for 
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gears are chewed up and the differen- 
tial housing is ruined, Universal main- 
tains that the damage, including the 
housing, is all part of the job per- 
formed and is excluded. 


Some Borderline Cases 


Some workmanship cases are bor- 
derline, and it is necessary to find out 
exactly which parts were handled in 
doing the original job, he said. It is 
sometimes said that if this position is 
correct, then if an employe of an 
insured merely touches a car or any 
part, it gives rise to the exclusion 
and it would be possible to exclude all 


damage. This is “ridiculous,” the 
speaker stated. It overlooks the fact 
that the exclusion applies to work 
handled out of which the accident 
arises. 

Crankcase claims are covered, the 


reason being primarily that no work 
is performed on the engine. On the 
other hand, if the insured works’on an 
engine or transmission, etc., and then 
forgets to replace the oil or grease, and 
damage occurs when the customer is 
driving the car, there is no coverage. 
This latter type of situation is clearly 
distinguishable from crankcase claims, 
Mr. Evans concluded. 
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A MULTIPLE LINE COMPANY 
i General Offices, Lumbermens Heights, Mansfield, Ohio 
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Lumbermens excellent cooperation 
with my agency, through their competent 
high-type field men, has been 
an important reason for my 
steadily increasing volume! 
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Editorial Comment 


A Detinition Of Some Terminology 


After a fairly long discussion of the 
subject of direct billing and continuous 
policies, some producer groups have 
asked their members to express their 
opinions, pro and contra. These polls 
have elicited interesting comments, 
such as the observation by one pro- 
ducer that direct billing will get the 
easy money in but still leave the pro- 
ducer to wrestle with the trouble- 
some accounts. 

However, several of the so-called 
“direct” billing plans provide for bill- 
ing directly by company to insured— 
or by way of the agent, at the agent’s 
option. Even some of the exclusive 
agent companies send premium notices 


to some of their agents to send to their 
clients, if the agents want to do it 
that way. 

Also, so far as we can determine, 
there is no such thing as continuous 
policies, unless Philadelphia Contribu- 
tionship still issues its perpetual poli- 
cies. The contract issued by the agen- 
cy companies has an expiration date 
and a term. In some cases and on 
some lines, the policy can be renewed 
by payment of premium. The policy 
is not rewritten at that time but pre- 
sumably would be rewritten after 
enough changes in the coverage have 
been effected to make rewriting de- 
sirable. —K.O.F. 


A Plea For A Little Less Togetherness 


In a time of trouble, a period in 
which the air is loud with the clamor 
of various and conflicting solutions, it 
is perhaps only natural that almost 
every voice is listened to with hope; 
almost every solution is attempted. 

To a rather marked degree, this 
seems to be the situation in the mar- 


keting of insurance today. One-stop 
selling, monthly-pay, package plans, 
multiple-line selling, direct billing, 


automatic renewals—all are suggested 
and most attempted. Many companies 
both large and small keep an ear to 
the ground, listen for the first, faint 
vibrations of the latest so-called pan- 
acea, and promptly change gears (with 
a sometimes horrendous racket) to 
accommodate their operations accord- 
ingly. 

As a warning to the dangers of this 
sort of togetherness, Charles I. Buxton, 
president of Federated Mutual Imple- 
ment & Hardware, in a recent address 
to the Mutual Insurance Technological 
Conference meeting in Chicago, sug- 
gested that companies, like people, are 
highly individual, and what helps one 
could quite possibly kill another. 

He pointed out that many of the 
industry’s worries and much of its 
confusion are created by considering 
the impact of changes upon the indus- 
try as a whole and failing to recognize 
that not all should be doing the same 


thing, the same way, for the same 
customer. 

Although many customers want one- 
stop selling, Mr. Buxton noted, it is 
erroneous to think that all do. A nice 
analogy can be drawn between this 
situation and that in various other 
professional fields. There are special- 
ists and there are general practition- 
ers. The public needs and wants both 
and neither group will replace the 
other. 

Another aspect which Mr. Buxton 
pinpointed is the common error of 
believing that growth alone will cure 
all ills. Few companies are large 
enough to expand successfully in all 
lines and all areas. And, he said, the 
large organizations which are widely 
diversified in their market objectives 
are actually several organizations 
within a fleet or within one corporate 
structure so their smaller competitors 
are not competing with the entire or- 
ganization but actually with only some 
part of it. 

The monster machine question did 
not escape Mr. Buxton’s attention. He 
said that while few are naive enough 
to believe that electronic data process- 
ing is a one-way ticket to growth and 
underwriting profits, everyone has 
observed instances where companies 
have jumped almost blindly into elec- 
tronic programs where advantageous 


results were highly questionable. 

Mr. Buxton’s position in this general 
question of today’s marketing situation 
is well worth consideration. Change is, 
of course, inevitable; but all needn’t 
change in the same way or to the 
same degree. Individual company 
planning and _ policy-making, predi- 
cated upon the historical events and 
conditions that enabled the company 
to arrive at its present position, is 
what made the company and is exactly 
what will preserve it. 

Given the multiplicity of questions 
with which the industry is faced today, 
it is extremely doubtful that there 
should be a_ single, all-embracing 
answer. It would seem only common 
sense for each company to examine 
minutely its position before clambering 
aboard the latest, loudest, fastest 
bandwagon around.—R. R.C. 





Personals 


Louis H. Antoine, resident vice- 
president American at St. Louis, was 
elected president of Missouri Safety 
Council at its annual meeting in 
Jefferson City. He previously had 
served two terms as 2nd vice-presi- 
dent. He is past president of Greater 
St. Louis Safety Council and presently 
is its safety coordinator. 


Howard C. Belton, president of 
Butteville Ins. Co. of Woodburn, has 
been appointed Oregon state treasurer 
by Gov. Hatfield. Mr. Belton is im- 
mediate past president of Oregon 
Assn. of Mutual Insurance Companies 
and has been a member of the state 
legislature for 11 sessions. 


Deaths 


HARRY M. LEIGHTON, 76, retired 
special agent of National Board, died 
in Orinda, Cal., where he resided. He 
retired in 1950. His work with the Na- 
tional Board was in the field of arson 
investigation out of the San Francisco 
office. 


GEORGE A. HUGGINS, senior part- 
ner in Huggins & Co., Philadelphia 
consulting actuaries and employe ben- 
efit plan consultants, died. 


RALPH W. HILL, 63, executive 
vice-president of Wabash F.&C., died 
at Indianapolis. He entered insurance 
in 1923 with Aetna Casualty as pay- 
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roll auditor and later went into the 
field as a special agent, becoming 
superintendent of agents for Indiana 
in 1941. He went into general agency 
work in 1945, forming the Failing & 
Hill agency and later the Hill-McGurk} vice-pr 
agency. Mr. Hill was a founder of! jn 1936 
Wabash F.&C. in 1953 and served as} Wiscon: 
vice-president until becoming execu-! as one 


ment. ] 
presidet 
1919. T 
ican as 
coming 

















tive vice-president last September. Goose | 
ne o 
FRANK J. STICH, executive assist- a pe: 
tant vice-president of the A&H claim at the : 
department of 
Continental Casu- CHA: 
alty until his re- 
: underw 
tirement in 1956, di 
] ) epartn 
died at Arcadia, 
a the hor 
Cal. He joined the Woodh: 
company as an of- in 192 
fice boy in 1904, in the 
becoming chief 
claim adjuster in J. W 
1926 and claim de- diverin 
partment manager ie Y 
in 1930. Mr. Stich 1949 al 
advanced to as- busines 
sistant vice-presi- Frank J. Stich 
dent and manager of the A&H claim| 
department in 1946 and _ executive Smit 


assistant vice-president in 1949. 


STANLEY W. FRIEDLUND, 33, Othe 
manager of the fire engineering de- ( 
partment of the Charles W. Sexton! dent, fc 
agency of Minneapolis, died of a heart) divisior 
ailment. He had been with the Sexton| the exe 
agency for 12 years. Before that he [Irwir 
was with Fire Underwriters Inspec-| his res) 
tion Bureau of Minneapolis for 24) charge 
years. assume 


CHARLES C. CURRY, 74, broker of! @ de 


Albany, Ore., died there of a heart} Product 
attack. Norm 
'the met 


SOREN ANDERSON, 94, retired) named 
boiler inspector in Montana for Hart-| divisior 
ford Steam Boiler, died at Butte. He| sylvan 
had been with the company from 19017 laware, 
to 1935. {D.C. 


C. A. BERNAUD, who operated an Steph 
agency at San Antonio for 20 years,) the 
died at Fort Worth. elected 

‘charge 

ALBERT E. FRANCKE, 65, a direc-} divisior 
tor of Badger Mutual for 16 years,}nia, Te: 
died. He was also president and found-|lina, A 
er of Northern Bank of Milwaukee. Warr 


EDWARD V. COWDEROY, 60,\)°S0° 
claims manager at Seattle of United the h 
Pacific, died there. ea 


‘created 

THOMAS N. HIBBEN, 62, claims| Pervise 
adjuster of Farmers Exchange at Ta- | Louisia 
coma, died there. | Robe 
\ former] 

RALPH E. HERMAN, 68, president) divisior 
of Herman & Rice, New Haven agen- jexecuti: 
cy, died at his home in Woodbridge, }report « 
Conn. He was a past president of Con-| J, ¢ 
necticut Bankers Assn. and a_ past}souther 
vice-president of Connecticut division | vice-pr 
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» thefment. He was made executive vice- 
ming} president of Milwaukee Mechanics in 
Jiana} 1919. Ten years later he joined Amer- 
yency| ican as assistant western manager, be- 
ng & coming western manager in 1931 and 
Gurk! vice-president and western manager 
or of'in 1936. He was a past president of 
od ©} Wisconsin Field Club. Mr. Bird served 
xecu-/as one of the guards at the first Blue 
iGoose initiation. He was, with Otho 
; Lane of Fire Association, one of the 
SSist-| two persons living who were present 
claim} st the founding of Blue Goose. 








CHARLES I. KELLY, 58, supervising 
underwriter in the personal accident 
department of Fidelity & Casualty at 
the home office died at his home in 
|; Woodhaven, N. Y. He joined F.&C. 
in 1920 and spent his entire career 
in the personal accident department. 





J. W. CONKLIN, 75, retired claim 
superintendent of U. S. F. & G. at 
New York, died there. He retired in 
/1949 and had conducted a brokerage 
ich | business since that time. 





. t 
claim\| 


utive) Smith Of Home Retires; 
33, Other Changes Made 


> de- (CONTINUED FROM PAGE 1) 
exton’ dent, formerly in charge of the eastern 
heart} division, will assume special duties in 
exton} the executive department. 
at he} Irwin B. Somerville, in addition to 
spec-| his responsibility as vice-president in 
x 24) charge of the service department, will 
}assume supervision of the metropoli- 
¢) tan department, which includes all 
production activity in New York City. 
Norman C. Frost, vice-president of 
: the metropolitan department, has been 
tired}named head of the middle Atlantic 
Hart-| division which is made up of Penn- 
e. He} sylvania, New Jersey, Maryland, De- 
| 1907} laware, West Virginia and Washington, 
DC. 
xd an Stephens S. Chamberlain, secretary 
years,,in the eastern department, has been 
elected a vice-president and placed in 
charge of the newly-formed southeast 
lirec-} division which is comprised of Virgi- 
years,} nia, Tennessee, North and South Caro- 
ound-|lina, Alabama, Georgia and Florida. 
e. Warren L. Gravely, assistant vice- 
60 president at Dallas, has been elected 
ited |? vice-president and transferred to 
|}the head office as head of the newly- 
‘created southwest division which su- 
laims| Pervises Texas, Oklahoma, Arkansas, 
t Ta-|Louisiana and Mississippi. 
| Robert F. Rushin, vice-president, 
\formerly in charge of the southern 
sident division, has been transferred to the 
agen-jexecutive department where he will 
ridge, |report directly to the president. 
Con-} J. Carter Cook, secretary in the 
past | southern department, has been elected 
vision | vice-president in charge of the western 
division which is made up of North 
- py and South Dakota, Nebraska, Kansas, 
¥ 0" | Minnesota, Iowa and Missouri. 
ew : ; 
West | L. Vaughan Grady, vice-president 
1 the |*! Chicago, has been transferred to 
. 'the head office where he will assume 
d_ his : 
: had | “2arge of the newly formed middle 
‘West division which is comprised of 


er 0 
heart} 
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Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, January 12, 1960 
Bid Asked 














$ $ 
PA COUTEY sesecserececescesecsccccoeece 210 216 
MAREE IU sisccsssicssscniss berracssecssiccievionnn 73 75 
Aetna Life ..................}. (sbinkae a Diate 8812 901% 
American Equitable ................ 42 ae 
American (N. J.) 27 28 
American Motorists ...... 14% 16 
American Surety 17% 18% 
(EEE? i inciticivinaibadadebns 3342 35 
Continental Casualt\ 0.0.0.0... 71% 73% 
nnn nn 71 74 
) re cicccnasicenenen Caan 61 
Fireman's FUT cccccccccccssressscessvossesce 51% 53% 
CIE TR. casianccrcatercmensscscracscetn 91 94 
CE THI © neccaecceenvttennheniiniceresensens 37 3842 
Great American Fire .............000 44 46 
Wr OB er TIO nncccccccccccesccscesscsccesoseecs 102 107 
POR FORO crctenisitiinrsctivencesnnss 40 4142 
| ld Ud 56 58 
Ins. Co. of No. America .............. 132 135 
I TS. siaicicistatdicintecsiseationnicemenins 3642 38 
WRAP CHOBE ecececcccccscesesecivis 37 38142 
Mass. BOmding  ....ccccrrcccccsccscserscceseere 35 36 
ROE, TRING viccscinccceresccecscsacaveconens 145 149 
National Union . .............ccceccseseseee 37 38% 
New Amsterdam Cas. .........:c0000 47 49 
New Hampshire _ ..........cccccseeeee 51 53 
I TN  iecniicicsccecicctaseniveneiiesensioen 36 3742 
EO, CIE a cccicdsiisidecnisncccieunicnns 29 31% 
PR GOI | vvccecsseccicncsericeicricecre 81 83 
Bl MIE saicdatitiianntisnenanecanieatn 23 24% 
Reins. Corp. Of N.Y. ...cccccccsccccesees 19 21 
PI. Neccaceuntinasncecclcsincictceccovssiestient 51 53 
St: Peal F. & Me a... dtasiee ae 55 
SpperneGAG VF. Ge We, wnsscsccesicccessscess 32 33% 
Standard Accident ..................00 58 60 
SEIOIIIND .cidicinccsnecivininnsiasiaicenscmniiniiess 8742 89 
es SG civics 35 36 
Nh SR IO eieiitiickccccscadeennedatndaenanenn 28 30 


Retile For 9.5% N. C. Hike 


North Carolina automobile rate ad- 
ministrative office has made a new 
automobile liability filing for a 9.5% 
increase in private passenger rates 
based on experience for 1957 and 
1958. Earlier, Commissioner Gold re- 
jected a filing after a public hearing 
for a 19.9% increase based on 1958 
experience only. 

The latest filing repeats requests for 
a reduction of 15.2% in commercial 
cars and an increase of 1.1% on 
garage liability. 


$650,000, Plane Hull Value 


The hull of the National Airlines 
DC-6B which crashed in North Caro- 
lina enroute to Miami was valued at 
$650,000 and insured through United 
States Aviation Underwriters. 

Amongst the 34 passengers were 
Victor H. Kay, New York broker, and 
his wife. 





Wisconsin, Illinois, Michigan, Indiana, 
Ohio and Kentucky. 

Roger Bayles, secretary, has been 
named vice-president of Home and 
Home Indemnity in charge of invest- 
ment operations. He succeeds Malcolm 
A. Sedgwick, vice-president, who will 
retire this year. 

John H. Washburn, vice-president in 
charge of the loss-claim department 
of Home, has been elected a vice- 
president of Home Indemnity. 








SUBJECT TO PERIL 


Ocean marine ... oldest of all branches of insurance, is 
international in scope and calls for the utmost of good 
faith by all parties involved in sea-going cargo protection. 
Here at the extensive facilities of Geo. F. Brown & Sons, 
Inc., you'll find the capable ways and means to handle 
all marine coverages, regardless of size. 


Yes, there’s no substitute for experience in depth when 
it comes to ocean marine. Why not find out for yourself 
why so many of the best producers prefer — 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Bivd. « Chicago 4 » WAbash.2-4280 
116 John Street * New York38 +¢ WOrth 4-0745 














‘You Lose!’’ 


One of the stories told about Calvin “Silent Cal” Coolidge 
concerns a Washington banquet at which the President found 
himself seated next to a talkative reporter. The young writer 
barraged “Cal” with questions, but the chief executive ignored 
him completely. 


Toward the end of the meal, the reporter confessed, “Mr. 
President, I made a $20 bet with my editor I could make you 
say more than three words.” 


> 


“You lose,” replied President Coolidge. 


You, too, may be losing a lot of commission dollars. One 


«and | — agency we recently entered had a volume of $100,000 with one 
a uN e insurance group. If he had placed that business in Buckeye 

a | Service Beyond The Treaty Union this past year (which he is doing now), he would have 

gees: . ° . increased his net commission income over 20%. 

Ray Intelligent Reinsurance Analysis - | | 

TS 0 cat Top commissions are just one reason for representing 

“ ail FIRE * CASUALTY * TREATY » FACULTATIVE Buckeye Union. Ask our representatives for other reasons. 

1b | You'll find them throughout Ohio, Michigan, Indiana, West 

with R E | N N |} i A N [ L 4 Virginia, Virginia, Kentucky and Pennsylvania. 

—— enc nc 

Chi- Charles A. Pellock, . - : BUCKEYE UNION INSURANCE COMPANIES 

d the President i 

New|} CHICAGO 4, ILLINOIS + 141 W. JACKSON BLVD. Xo Box 1499, Columbus 16, Ohio 

a WAbash 2-7515 
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e il k e trouble 
Growing Automobile, Truck Rental Field } sive« 
which 
? a new 
Presents Many Insurance Problems 
(CONTINUED FROM PAGE 2) cars W 
people. Gradually he was tempted to plans under which it pays the cus. success 
UNITED STATES expand his business. It was suggested tomers to keep the cars in good con. essary 
that he accepted drivers who could dition. Under the trust plan a depre. get oe 
not otherwise qualify for auto BI and ciation reserve is established, and jf et a 
PDL in a state where it is compul- actual depreciation is found to be les sens 
: ASUALTY i '‘OMPANY sory. than the reserve, the customer gets z boo : 
Experience on the _ risk deter- rebate for the difference. Alternative an . 
iorated. Rates had to be increased. ly, if the depreciation exceeds the re. d a 
Eventually the lessor sold his busi- serve, the customer must make up thi - 
ness altogether and insurer was glad difference between the estimated de: “> 
to be off the risk. preciation and the actual depreciatioy oo 2 
Though the man who leases a car shown by the resale price of the car! = = 
Fire for a long term is usually careful, the In this way it pays the lessee (q ee 
risk is also considerable because of risk) to handle the car carefully td aie 
the distance traveled. This tends to his own financial benefit. Arrang 
RUN rere eta eine RURSKE Fleets Being Underrated und 
Sais [\ traveled by the average family car. One reinsurance executive report: insural 
PT es Also, those who use automobiles in that there is underwriting troubl ganiza‘' 
mw? yo: business often have to cover great with leased fleets. Insurers are tempt 
Casualty Wales Surety distances in time to keep important ed by the size of the premiums in oes 
appointments. Some of these drivers volved. Even the astutest fall, espec! portan 
with a lot of traveling on their sched- ially if they persist in writing a make 1 
ules are already tired when they start manual instead of above rates. Flee In tl 
such journeys. accounts, even though they are bette [Loe ar 
risks than daily rental operations, an ppy, } 
. M ° Leased Vs Owned Fleets being underrated by insurers in man) oys in 
arine There is a difference of opinion be- instances. : known 
tween leasing companies and _ insur- Who buys insurance on _ lease)  witt 
ers with respect to the hazard with fleets? The company that, while op) finance 
an owned fleet and a leased fleet, erating its own fleet has establishe} yequir, 
Underwriters tend to distinguish be- @ 800d record, will seek its own BF amoun 
HOME OFFICE tween owned and leased fleets, which a PDL when  aguennrgapndivg leases er may 
causes some disgruntlement on the fleet operations. Its rate, with apply oojjisic 
part of companies in the leasing busi- Cation of premium discounts and ex 
ness. perience rating, might be more favor, Insura 
60 John Street New York 38, N. Y. S. J. Lee, president of Lee Fleet ble than that of the lessor. / _ Mar 
Management of Cleveland, feels that If the coverage is purchased by thy Nation 
insurers do not understand leased Operator of the leased fleet, the lesso) cago, 
automobiles enough to handle the cov- buys contingency BI and PDL at‘ purchz 
erage on an equitable basis. Lee Fleet ®Ominal rate to protect its interes} throug 
Management specializes in the sales °F vice versa. This covers doubt} The 1c 
- “7 type of fleet leasing operation. It op- areas that may exist, for example, i) freque 
erates close to 12,000 vehicles of the transfer of replacement to th) that w 
which 500 are trucks. Fleets vary in fleet. / | price. 
: size from 35 to 2,300 vehicles. Its _ The Lee firm’s vehicles are insure? pany 
INSURANCE clients include Employers Liability, by the lessee, with Lee Fleet Man) firm | 
AND H. J. Heinz, Jones & Laughlin Steel @gement and in some instances bank) cabs, 
REINSURANCE Corp., National Biscuit Co., P. Lorrilard Which finance the investment on th) establi 
Co., Ohio Farmers and Westinghouse P0licy as named insured. ) operat 
: € Corp. Also, = the Lee Ping) SYS covera 
' On the question of leased and owned t€™M, a franchise organization licens jce lea 
' COMPANY fleets, ac puzzles the layman, Mr, ing auto dealers to use Lee Fle) She 
e MANAGERS Lee says, is the fact that a salesman Plans, a_ business that has develope} well 
who formerly drove his own car or an 2 @ national scale. Under this syste! Lee 
: employer-owned one, suddenly be- Lee finds coverage for the dealers. Th: covera 
; comes a double-headed monster in the "amed insured are the dealer, the f 
i. eyes of insurer when his car is leased, 2ncing firm and the lessee or bea 
It’s the same man driving the same tomer. \ me | 
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Compan y 


car over the same territory, driving 
either carelessly or recklessly and to 
all intents and purposes nothing 
changes, Mr. Lee argues. 

Several underwriters insist there is 
considerable difference between 
owned and leased trucks as risks. Ev- 
en with strict supervision by man- 
agement of the company using the 
cars, the mere fact of not owning 
them is sufficient to make the leased 








This program ran into underwriting 


Service Guide . 


BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 


































-E 


fleet an inferior risk to an owned LIFE—FIRE—CASUALTY 

fleet, according to underwriters. EMPLOYEE BENEFIT PLANS ‘ 

The leasing business people answer | ®!CHMOND ATLANTA NEW YOR 

this by pointing to their trust fleet ee _—" —_ 

ome DIRE IN 
RECTORY OF RESPONSIBLE —= ») CONSULTANTS y Wor 
INDEPENDENT IN MARKETING AND MANAGEMENT 

re sie FOR THE INSURANCE BUSINESS ‘ 

a. FRANK LANGEAASSOCIATES 
' ; ADJ USTERS ONE NORTH LASALLE ST. 521 FIFTH AVENUE 4254 

t C CHICAGO 2, ILLINOIS NEW YORK 17, N.Y. 
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Resident Service For The State Of Alaska 


Selkregg & Son Adjustment Co. 


435 L Street Anchorage, Alaska 
AUT@-FIRE-CASUALTY-INLAND MARINE 
WORKMEN'S COMPENSATION-MARINE SURVEYOR 


Phene 20921 Fred M. Selkregg, Jr., Manager 











CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


30 N. LaSalle St 


° Chicago 2, Ill. 
Financial 6-9792 
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' Lee 


trouble almost immediately, he ad- 
mitted. It was based on a national rate 
which presented many difficulties to 
a new organization without experi- 
ence. The natural distribution of the 
cars worked against the plan. To be 
successful it would have been nec- 
essary for dealers in smaller cities to 
get into use an unusually large num- 
ber of cars, so that the favorable ex- 
perience from lighter traffic areas 
would offset the more frequent claims 
with cars in heavy traffic areas. 

It was then decided to place the BI 
and PDL on a by car basis, based on 
garage location. The insurer worked 
out a program based on its manual 
rate on garage location with certain 


discounts available on volume of 
premium. 

Arranged By Organization 

Under the present arrangement 


with dealers in the Lee Fleet System, 
insurance is arranged by the Lee or- 
ganization. If the dealer’s customer 
proves to be a bad risk, the insurer 
cancels. Mr. Lee considers this an im- 
portant arrangement insurers should 
make with all leasing companies. 

In the franchise agreement between 
Lee and the dealer, $1 million BI and 
PDL limits are considered advantage- 
ous in a situation with so many un- 
known factors. 

With the trust fleet plan, which is 
financed largely by life insurers, Lee 
requires clients to have liability in 
amounts of 500/1,000/50. The custom- 
er may self insure comprehensive and 
collision. 


Insurance Market Situation 


Martha Dunlap, executive director of 
National Trunk Leasing System, Chi- 
cago, says that the leasing business 
purchases insurance most frequently 
through brokers who specialize in it. 
The local broker, she observed, is too 
frequently unable to locate a market 
that will provide coverage at a “good” 
price. However, if the leasing com- 
pany is an outgrowth of a for-hire 
firm (local cartage, common carrier, 
cabs, bus lines) and already has an 
established source of coverage for its 
operation, this company can have its 
coverage extended to cover full-serv- 
ice leased units. 

She pointed out that Peterson, Ho- 
well & Heather of Baltimore, like 
Fleet Management, purchases 
coverage direct for its own operations 
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O. R. BALL, INC. 


Fire - Inland Marine 
Allied Lines 
1544 Hanna Building 
Cleveland 15, Ohio 
Phone SUperior 1-7850 
Night Phones: MOntrose 3-7664 
Florida 1-5095 











RUSSELL K. OSBY, INC. 
World's Largest Specialized Claim Service 
Coast to Coast 
Specializing in the Negro Claimant 

All Lines igati 
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4254 So. Indiana, Chicago WaAgner 4-6100 








SCOTT | 
AVARMRIR UTAH-IDAHO 


INSURANCE ADJUSTERS 
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Day or len, Utah; Prove, Utah; 
Idaho Falls, idaho; Pocatello, idaho; Twin Falls, Idaho. 
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while sponsoring a source of insur- 
ance for its individual franchised less- 
ors. 

Automobile manufacturers are en- 
couraging their dealers to set up lease 
outlets. Miss Dunlap thinks the man- 
ufacturers will soon need to develop 
insurance for dealers who follow their 
recommendations to go into the leas- 
ing business. This would be akin to 
the way in which the auto manufac- 
turers concern themselves with finan- 
cing of cars that are sold. 

She says the attitude prevailing 
among many insurers is that one 
minute they want to share in this 
market and the next they’re not in 
the least bit interested. 


Minnesota Blue Shield Ads 


Plug ‘Integrated Service’ 

ST. PAUL—“Integrated service” is 
the term used by Minnesota Medical 
Service Inc. (Blue Shield) to attract 
business in extensive advertising being 
done throughout Minnesota following 
the plan’s break with Blue Cross. As a 
result of the schism, the latter and 
Blue Shield now compete, each writing 
both hospitalization and medical-surgi- 
cal coverage. 

“A system of integrated service has 
been instituted through which all mat- 
ters pertaining to your medical care 
coverage will be handled directly by 
Blue Shield,” the ads read. “This new 
method of operation has come about 
chiefly as the result of Blue Shield’s 
determination to bring welcome new 
benefits to subscribers and to be as- 
sured of the freedom to further expand 
benefits in the future, guided only by 
your needs and desires.” 

The decision to expand coverage was 
the issue upon which Blue Cross and 
Blue Shield split. 


California Assns. Sponsor 
Practical Politics Study 


A series of pilot workshops on prac- 
tical politics is being co-sponsored by 
California Assn. of Insurance Agents 
and California Assn. of Life Under- 
writers. The project is based upon 
study courses available from the "J.S. 
Chamber of Commerce, and the first 
course is scheduled to be given soon in 
three unnamed California cities. 

Spokesmen for the two associations 
say the courses are expected to provide 
incentive for increased political activ- 
ity by members. If the pilot courses 
are successful, they will be extended 
to local associations. The course, to be 
conducted on a non-partisan basis, will 
run for nine weeks, with one 14-hour 
session each week. 


File New New Homeowners 
In 5 New England States 


The new new homeowners policy 
has been filed in all of the New Eng- 
land states except New Hampshire. 
The five insurance departments are 
reviewing the filing. 

Following a meeting of commis- 
sioners from Maine, Vermont, Rhode 
Island, Connecticut, and Massachusetts 
with officials of New England Fire 
Insurance Rating Assn. at Boston, it 
was expected that the states would 
approve the filings soon, except Massa- 
chusetts where approval might not be 
forthcoming until early spring. 


Fla. Surplus Line Hearing 

Commissioner Larson of Florida has 
called a public hearing Jan. 27 at 
Tallahassee on the question of surplus 
lines. The hearing will consider wheth- 
er authorized insurers are providing 
an adequate market for various classes 
in the state. 


Pac. Indemnity Names 
Traviss And Minckler 


Pacific Indemnity has elected Robert 
L. Traviss a vice-president and Robert 
L. Minckler a director. Mr. Minckler, 
president and director of General 
Petroleum Corp., succeeds Earl A. 
Davis, retired. Mr. Traviss has been 
named manager of the fidelity and 
surety department. He had been as- 
sistant manager since 1958, and before 
that he was manager of the fidelity 
and surety department at San Fran- 
cisco for 14 years. 


Roger W. Budlong, Portland public 
relations consultant, has been named 
director of information-education of 
Oregon Fish Commission. Mr. Budlong 
formerly published the Insurance 
Broker at New York and Chicago, and 
later was with Northwest Insurance 
News of Portland. 
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A&S Persistency Award 
Inaugurated By IAAHU 


A Health Insurance Persistency 
award has been inaugurated for 1960 
by International Assn. of A&H Under- 
writers. The citation is a sister award 
to the Leading Producers Round Table 
honor given in recognition of top pro- 
duction. 

Qualifiers must have paid A&S 
production for 1958 and 1959 of $2,500 
of annualized premium on at least 19 
policies. 

Deadline for applicants is Feb. 29, 
and winners, who will receive hand- 
lettered certificates, will be announced 
in May. Application blanks are con- 
tained in the Accident & Health Un- 
derwriter magazine of IAAHU or may 
be obtained from international associ- 
ation headquarters or local association 
officers. 
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ATLANTA 


SEABOARD SURETY COMPANY 


100 WILLIAM STREET, NEW YORK 38 


CHICAGO 


DALLAS 
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Booth, Potter, Seal & Ce. 


Public Ledger Building 


Philadelphia 6, Pa. 
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EXPERIENCED 


THERE IS NO SUBSTITUTE FOR EXPERIENCE. And there’s no 
substitute for the services of an experienced reinsurer, with a first hand, detailed 
knowledge of all phases of American fire, marine, casualty, bonding 


and accident reinsurance. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 
ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 





Midwestern Dept.: 314-317 FAIRFAX BUILDING, KANSAS CITY 5, MISSOURI 
Pacific Dept.: 610 SO. HARVARD BOULEVARD,.LOS ANGELES 5, CALIFORNIA 
Chief Agent for Canada: 360 ST. JAMES STREET WEST, MONTREAL, QUEBEC 


Home Office: GENERAL REINSURANCE BLDG. 
400 PARK AVENUE, NEW YORK 22, N. Y. 
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